Next Week 
You Will Find 


in “The Recorder” 


Closing a Sale—Right 


In August, the retail store goes into 
training for fall selling service. This 
issue will be devoted to the technic of 
selling at the fitting stool. We believe 
it is possible, by the RECORDER method 
of closing a sale, to encourage more 
useful and less waste effort. No mem- 
ber of the sales force is more important 
than he who is able to close a sale 
with speed and skill on his part and 
with complete satisfaction to the cus- 
tomer. 

We have evolved a work-ticket indi- 
cating the eight steps to be taken in 
“sales-closing.” So many times, we 
have seen the salesman on the floor 
consume extra time in explaining and 
theorizing when actually the customer 
had made up his mind to buy the shoes 
a full ten minutes before. 

Every store selling men’s shoes will 
find a place for this method in training 
both new and old salesmen in the clever 
art of “closing a sale effectively and ef- 
ficiently” to the profit of the store and 
the pleasure of the customer. 

An extra effort in men’s dress shoes 
is scheduled for this issue, for out of 
the Far West comes the sartorial hint 
—patent leathers after six o’clock “are 
in class” for the snappy young man 
about town. 

* * * 

Old stock is dead stock. In next 
week’s issue we give you a simple plan 
for a “time inventory” which enables 
you to know at all times how old your 
stock is, in detail, and to plan for mov- 
ing it before it begins to suffer from 
senile decay. ~ 
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Friends of the Family 


cAmong the friends of any family you'll frequently 
find the so-called “favored few.” Folks who drop in 
any old time. Know where the gin is hid and help 
themselves to the left-overs in the ice box. 

Now friendship in life is a fine thing. And the world 
would be weary without it. Friendship in business 
is a good thing too, and we are for it heart and soul. 

But, when friendship or favoritism for a few works 
a hardship on hundreds, it isn’t square. 

A man doesn’t need to be in the cigar business to 
know the ropes. Or in the SHOE business very long 
to learn some manufacturers treat a favored few like 
“friends of the family.” 

Chain Stores for instance sometimes come in this 
classification. So-called outlet stores, large buyers, 
may be favored with lower prices or higher discounts. 
“Friends of the family!” 

Your competitor across the street may be selling 
the same shoe you do, but under a different name, and 
at a lower price. That’s favoritism. And frankly, we 
believe, unfair merchandising. 

WALTER BOOTH’S share of the work of the world 
may be limited. There’s as much privacy about his poli- 
cy of selling, as their is to a pair of silk stockings. He’s 
slightly old-fashioned in the sense he believes in making 
the best shoe for the price and at only one price to all! 

He thinks every retailer should be a friend of the 
WALTER BOOTH family but no “favored few!” 

Strange policy, these days, but the darned thing 
works successfully! 


WALTER BOOTH SHOE Co. 


302 N. Broadway, Milwaukee, Wisconsin 


MANUFACTURERS OF MEN’S DRESS SHOES 


Retailing at $4.00 to $6.50 at a profit 
In stock AAA — EEEE. Sizes 5-14 


6 
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August 1, 1931 


The VOICE of the TRADE 


W. are entering the 
Age of Plenty (Abundance), a 
plenty of shoes, leather and sup- 
plies, of wheat, wool and cotton, 
or coal, iron and lumber, of elec- 
tricity and chemicals, and so on. 
The possibilities of production are 
the greatest in history, thanks to 
science, chemistry, invention and 
management. Some say there’s too 
much. But is there ever any such 
thing as too much of real good 
things? The prophets of over- 
production are abroad; but can 
there be too many useful and beau- 
tiful items of merchandise when 
a multitude lacks a sufficient sup- 
ply of the good things of life? No, 
there’s no such thing as a real 
over-production. It’s the business 
of the world to increase production 
and to multiply distribution, so 
there’ll be plenty for one and all. 
It’s the business of the merchant 
to arrange for a, larger and a bet- 
ter distribution. That will take 
care of increasing production, and 
make this Age of Plenty real to 
the multitudes, as they consume 
shoes and other goods. 

kk x 


p aul Berwald, 
capable skipper of the Senac Shoe 
Co., St. Louis, Mo., is one pilot 


AND SHOB 


who has not become panicky dur- 
ing the choppy seas of price cut- 
ting, and his judgment in main- 
taining a true course of quality 
footwear from the following state- 
ment indicates that he will cross 
the line a winner: “We are buy- 
ing our shoes for Fall selling, on 
a basis,” said Mr. Berwald, “of 
retaining our price levels, realiz- 
ing a growing support on the part 
of the public, who are becoming 
quality minded and willing to pay 
a price for good shoes. This ap- 
plies as wel! to our $6.00 stores 
where the. quality we are offering 
is proving the public do and will 
recognize good shoemaking and 


materials.” 
* * * 


New England Shoe and 


Leather Association bulletins its 
members with the following: 


“Below is a comparison of hide 
prices of late 1913, February, 1931 
and July 15, 1931: 


1913 1931 1931 
February July 15 


Cents Cents Cents 
Light Native Cows...18% 6% 12/12% 
Branded Cows 6 11 


Native Steers 19% 7 12 
Butt-Branded Steers. .18% 7 12 
Colorado Steers ‘18 y% 6% 11% 
Tanners’ hide wettings for the 
first three months of 1931 were 
about 1,000,000 under 1930, but 
this fact failed to depress hide 
prices after February, because 
hide imports had been declining 
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since June, 1930, and exports in- 
creasing, until in February of this 
year exports exceeded imports. 

Net imports for the first three 
months of 1931 were 92,000, 
against 961,000 for January-March 
of 1930. The inspected cattle kill 
in this country has been running 
practically the same as last year, 
but the uninspected kill is 26 per 
cent less. Consequently, since 
February, tanners have had to bid 
up to get supplies. 


* * * 


Frank C. Rand 


senses a change in the costing of 
shoes in his letter which says, 
“Since we made cost estimates on 


which our present shoe prices 
were based, there have been rather 
startling changes in hide prices. 
Upper leather hides have advanced 
43 per cent. Sole leather hides 
have advanced 41 per cent. 

“We wish our regular customers 
to get the benefit of the merchan- 
dise we own; but it must be ap- 
parent to you, as it is to us, that 
we cannot long continue present 
shoe prices without regard to radi- 
cal hide advances. 

“This letter is not a prediction, 
it is not intended to convey excite- 
ment or alarm—it is a conserva- 
tive statement of facts which war- 
rant the careful consideration of 
our salesmen and customers.” 


Kc. STRONG WIND 
———"_ FOR HIGHER PRICES 





re Neal 


outstanding shoe merchant of 
Great Britain and the official voice 
of the retail trade in that country, 
has submitted a five-year plan to 
the Bristol Conference of the Na- 
tional Federation of Boot Trades’ 
Associations, “for the protection, 
encouragement and extension of 
private enterprise in the shoe 
trade.” The Shoe and Leather Re- 
cord says “The scheme has been 
carefully thought out, and if the 
necessary funds are forthcoming it 
should prove helpful to many re- 
tailers in the fight that they are 
waging against powerful com- 
petitors. 

“It is estimated that from £500 
to £1000 per annum will be re- 
quired, and it is stated that if those 
it is hoped to benefit will indicate 
that they are willing to help them- 
selves substantial support will be 
forthcoming from shoe manufac- 
turers, tanners and members of the 
allied trades. In the past it has 
been found exceedingly difficult to 
induce shoe-sellers to recognize 
the advantages to be secured as the 
result of organized effort. The 
great majority of them have pre- 
ferred to fight a lone hand. That 
they have been unwise is only too 
obvious. There is, however, still 
time to retrieve the position. Mr. 
Neal’s scheme offers them many 
advantages, all of which can be ac- 
cepted without involving a surren- 
der of the independence to which 
most private traders attach such 
great importance.” 


* * * 


E. H. Bickel, 
head of the Capitol Shoemakers, 
Inc., St. Louis, Mo., returning 
from the recent Boston shoe show 
reported the factory running to 


capacity with sizable Fall orders, 
revealing a rather definite demand 
on the part of merchants to re- 
plenish their stocks which have 
been in-process of reduction for 
some time. 


Ask Me Another 


—What is the status of instalment selling at 
present? 

—Like other selling, its volume has de- 
creased. 

—Does that mean that it is unsound? 


—No, since the volume in proportion to total 
sales has varied but little in the past year 
and a half, it appears to have proven itself, 
and in a period that has tested the recti- 
tude of financial and credit structures of 


all types. 


Sect Tee 


President 


The moratorium declaration 
of President Hoover had a sig- 
nificant effect on the entire world 
including Washington, D. C. where 
Harry Hahn of Hahn Shoe Store 
in an optimistic staternent reported 


their business for the fiscal year 
running ahead of the same period 
of a year ago. “Our experience is 
similar to many other merchants 
who felt that lower prices was the 
answer to halting business a year 
ago. Figures proved to us today 
that since we have gone back to 
former prices, business has im- 
proved, with increased customers. 
In footwear your customers can 
feel quality and appreciate com- 
fort and fit.” 


* * x 


F ranklin Simon, 


President of Franklin Simon & 
Co., New York, vigorously main- 
tains: “The public is tired of buy- 
ing trash, and any appeal based 
upon price alone falls upon deaf 
ears. Something for nothing is 
nothing. For women who are ac- 
customed to fineness, to buy shod- 
diness now when quality costs so 
little, is false economy, which will 
help to reduce their own incomes 
to where poor quality can become 
not just the whim of a rich nation 
but the economic disaster of a 
generation.” 


Eth onde ial. 


They’re getting to be cleaner cut 
than ever. The laster makers are 
modeling heels to new lines. The 
pattern makers supply the propor- 
tional patterns that provide for a 
perfect fit at the heels. The new 
lasting machine re-moulds the 
counter, and forms it to the per- 
fection of the last, and then wipes 
over the quarter, and repeats the 
operation, so as to make a good 
job in getting the leather down 
snug to the heel seat. It holds the 
quarter, as wiped over, while the 
tacking attachment drives the 
tacks to hold it tight and true into 
position as lasted. Hence better 
heel seats and quarter contour than 
ever. Besides, there’s a new ma- 
chine coming along for better fit- 
ting and nailing wood heels to 


shoes. 
* * * 


p eggy Hopkins Joyce, 
of marriage, stage and jewel fame, 
was a good shoe customer when 
in Chicago. She bought $10,000 
worth of footwear while she was 
the wife of Stanley Joyce, wealthy 
lumberman. The trouble was she 
didn’t pay for them, and now H. 
Haeckel & Sons are suing Mr. 
Joyce for the unpaid bill. Some- 
times these multiple pair sales are 
“not so good.” 


* * * 


U nited States tariff 
commission has extended the time 
for filing briefs on the duty on 
shoes from July 25 to Aug. 25. 
The Lynn Shoe Manufacturers’ 
Association has been granted right 
to file briefs in rebuttal to those 


GRANTS EXTENS 
FoR BRIEFS To 
Aue 25m 





briefs filed by importers and others 
who desire that the duty on shoes 
be lowered. The Lynn Associa- 
tion seeks an increase, declaring 
that imports of women’s shoes, 
especially from Czechoslovakia, 
continue to show an increase. 
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Waking World News 


reports that the National Hitch- 
Hikers Association is to be formed 
brings a bit of a thrill to makers of 
shoes, also to clerks to fit them. 
What this flat-footed world needs 
is a lot of pedal exercise, for its 
own. good, as well as for the good 
of tanners of leather, makers of 
shoes, and clerks who fit shoes. A 
person who walks a lot is a lot 
particular about the fit of his 
shoes, also their construction and 





quality. This pastime of hitch-hik- 
ing has its critics. But it pleases 
the shoe and leather fraternity, for 
the more the world walks, the more 
good shoes it requires. 


a 


Edgar J. Kaufmann, 
President, Kaufmann Department 
Stores, Inc., Pittsburgh, Pa., be- 
lieves that in today’s business “the 
customer has the right to expect 
good taste in surroundings as well 
as in merchandise. The general 
effect of improvement in store dis- 
play and equipment has shown it- 
self not only upon our own sales 
force, but has created the impres- 
sion among our customers that 
Kaufmann’s is a long step ahead 
of anyone else.” 


* * * 


The latest bulletin of 


Census of Distribution gives this 


definition of chain stores: “Not 
all multiunit organizations are 
chains. A single-store independent 
which adds one or two branch 
stores becomes a local multiunit in- 
dependent rather than a chain. If a 
small group of stores is built up 
around a larger central parent 
store, and merchandised largely 
from the stocks of the parent store, 
it is still not a chain, but merely a 
local branch system. It becomes a 
chain only when the number of its 
branches is increased to the point 
where it is no longer possible to 
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merchandise them from the parent 
store, and a separate central mer- 
chandising organization is neces- 


” 


sary. 


* * * 


—_— & Jensen 
of Audubon, Iowa, have sent us a 
clipping from a Des Moines Sun- 
day paper to the effect “that nov- 
elty women’s shoes are wholesaling 
out of Lynn for only 67c. a pair, 
and naturally customers were 
raising questions as to shoe 
prices.” Obviously, there is no 
bottom to price of any article 
when corn beef soles can be cut 
from belly stock and cheap uppers 
“ain’t got no value.” - 
From Australia we also learn: 
“The leading half-crown chain 
store here, namely G. J. Coles & 
Company, is said to be negotiating 
with local manufacturers for the 
production of shoes to be sold at 
2/6d. (approximately 60c.) each. 
“Severe price cutting is still 
rampant in the trade, both on the 


part of manufacturers and retail- 
ers. It is now said that an effort 
is being made to produce stuck-on 
shoe to sell for 5/— or approxi- 
mately $1.25 per pair.” 


x * * 


Advertising for help 
shoe ‘manufacturers of Rochester, 
N. H., are doing their bit to over- 
come this depression. A _ few 
months ago there were 6 to 10 


operatives for every vacancy and 


manufacturers daily turned away 
help. New Hampshire producers 
made 2,061,919 pairs of shoes in 
May, putting the state in fourth 
place in country, and brought 
total production for first five 
months to 10,096,115 pairs, an in- 
crease of 1,164,527 or 8.9 per cent 
over like period of last year. 








Radio Voice—“‘And every woman will have at least twenty pairs of shoes in her wardrobe.” 
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HOW to PLAN your WORK 
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EX 





PLANNED 


PLANNED 





1 


Monthly 
Retail 


2 


Cumulative 
Retail 





3 


Monthly 
Retail 


4 
Monthly 
Cost 


6 


Cumulative 
Retail 


7 


Cumulative 
Cost 


8 


Mark 
Up % 


Monthly 


10 


Cumulative 





$6, 000.00 


$6,000. 00 


$5,630.50 


$3,975.20 


$5,630.50 


$3,975.20 


29.4% 


$1,800.00 


$1,800.00 





5,500.00 


11,500.00} 


5,120.39 


3,450.50) 


10,750.89} 


7,425.70) 


30.9% 


1,700.00 


3,500.00 





6,250.00 


3,810.15 


17,111.74 








11,235.85 


34.3% 








1,800.00 


5,300.00 














17,750.09] 6,360.85 








What the RECORDER Business Planning Chart 
Is and Does 


li is the outgrowth of a 
tremendous merchant demand for a system of plan- 
ning that will replace guessing with knowing, hopes 
with facts. 

It is the retailer’s lighthouse, warning him of 
danger—in time. 

It points out when expenses are out of line and 
helps find the faulty items. It tells when mark-up is 
out of line—low or high. It flashes a signal when 
purchases are coming in faster than sales are going 
out. It guards against inadequate stocks. 

It does all those things in time for corrective action. 

It is equally suited to either large or small stores 
carrying either specialty or general lines. 

It is individual. You use your own figures. You 
tell yourself what your store needs. The chart simply 
collects the facts and shows their relation to each 
other. 

But best of all, it can be installed gradually, one 
function at a time, without disrupting present sys- 
tems or requiring any outside expert help. 

Now, a word of warning. Do not rush headlong 
into this whole thing. It is unbelievably simple if 
you will start slowly and take only one thing at a 
time. 


SALES 


Sales, of course, come first. Column 1 is your esti- 
mate of what your sales will be; column 2 adds these 
estimates together month by month. In estimating 
sales be sensible and honest with yourself. Putting 
down big figures will not increase your volume one 
dollar. It will only unbalance the rest of your plan. 


It is best not to fill in the whole year’s plan at once. 
Wait. Things may look different. Dividing the year 
into two six months’ planning periods works best. 

Column 3 shows the actual retail sales and Column 
4 the actual cost of these goods sold. It is presumed 
you already put the cost as well as the selling price 
on every sales ticket and that you add these up day 
by day so that at the end of the month you have the 
total cost of everything you have sold. 

Column 5 shows the actual mark-up per cent on the 
goods sold that month. Columns 6 and 7 are merely. 
Columns 3 and 4 added up month by month. Thus 
the December Column 6 would show the total retail 
sales for the year, and Column 7 the cost of the 
goods sold. 

Column 8 is most important. 
earning power of the business. It shows the net 
mark-up per cent on the year’s sales. It does not 
show the original mark-up, because many of the items 
were sold at less than original price. The original 
mark-up must include a reasonable leeway for mark- 
downs and shortages. 

Charting your sales and determining your earning 
power in this way is very simple. You should get it 
well in hand before going farther. Then take up 
either expenses or merchandise receipts, but not both, 
at once. 


It represents the 


EXPENSES 


The monthly and cumulative expenses are handled 
in much the same manner as the sales. Here is where 
the Business Planning Chart begins to show its worth. 

Comparing the monthly expense percentage in, 
Column 12 with the monthly mark-up percentage in 
Column 5 you will see at once just which months are. 
making money and which are losing. 

You will be constantly comparing the maintained 
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and WORK your PLAN 


BUSINESS PLANNING CHART 








PENSES 


MERCHANDISE RECEIPTS 


STOCK 





PLANNED 


ACTUAL 


PLANNED 


ACTUAL 





11 
Monthly 


13 


Cumulative 


15 


Monthly 
Cost 


16 


Cumulative 
Cost 


17 


Monthly 
Cost 


18 


Cumulative’ 
Cost 


19 


On Hand 
Cost 


20 


On Hand 
Cost 





$1,860.25 


$1,860.25 


$2, 100.00 


$2, 100.00 


$1,833.50 


$1,833.50 


$23 , 100.00 


$22 ,858.30 





1,890.05 


3,750.30 


5,200.00 


7,300.00 


6,780.75 


8,614.25 


24,633.00 


26, 188,55 





1,763.50 








5,513.80 











4,800.00 





12,100.00 











5,012.30 


13,626.55 





25,267.00 





27,390.70 














Sample of top of chart filled in. For complete charts see pages 16 and 17. 


mark-up in Column 8 with the expense percentage 
for the year-so-far in Column 14. The difference be- 
tween these two percentages is your profit. 

So when the figures in 8 fall below those in 14, 
something must be done at once. You must do one, 
or all, of these three things : 


1. Increase your mark-up. 
2. Reduce expenses. 
3. Increase volume on same expense. 


There is nothing new in that statement, but the 
Business Planning Chart flashes its danger signals 
before your eyes instead of allowing you to wait till 
the end of the year to find out the condition of your 
business. It is too late then. 

How much should expenses amount to? There is a 
question often asked but never answered. There is 
no answer. Expenses in one line of business differ 
greatly from those in another. Even in the same line 
one concern having a 35 per cent expense will be 
making a profit, while another with a 25 per cent 
expense will be losing. 

The best answer seems to be this: Whatever your 
expense may be, see that your net maintained mark- 
up is at least 5 per cent higher. 

Even that will not assure you 5 per cent net at the 
end of the year, for your inventory depreciation and 
stock shortages must be deducted then. 

Merchants do not particularly need to be reminded 
of these basic rules of business. What they do need 
is a day by day sign post to tell them just how well 
they are living up to these rules. If a merchant keeps 
headed in the right direction all through the year, he 
will arrive at the right destination at the end of the 
year. That is the purpose of the Business Planning 

* Chart. | 
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Every merchant realizes that expenses must vary 
with the amount of business. When business is on 
the up grade expenses increase and the merchant 
pays little attention to them. He expects them to 
increase. 

But the tragedy comes when business declines. 
Those increased expenses have become a part of the 
business and cannot be easily cut off. So often the 
result is that the business suffers a loss instead of 
making a profit even though it is still doing a good 
volume. And the basic cause of that loss is nothing 
but the carelessness developed by a previous period of 
rising business. Merchants therefore have found 
there are two times when expenses must be watched 
most carefully: first, when business is rising; second, 
when business is falling. That is not intended as a 
flippant remark. It is just another way of saying 
this: Business cannot prosper unless expenses are 
watched all the time. 

But it is mere child’s play to say blindly: “We'll 
slash expenses two hundred: dollars next month.” 
Common sense would tell the merchant he must put 
down on paper exactly where he proposes to cut 
expenses, and by how much. The. Detailed Expense 
Chart provides a plan on which to work. 


DETAILED EXPENSE CHART 


At: first glance this chart looks exceedingly com- 
plicated. It is really extremely simple if you’ con- 
tinue to go slowly, tackling only one thing at a time. 

Pay no attention to separate expense items for a 
while but work only with “total expense” till you see 
how easy it is handled on the upper chart. Then 
begin on the separate items. 

Looking over the expense classifications you will 

[TURN TO PAGE 54, PLEASE] 





PLANNED 


1 3 4 5 


Mark 


Monthly | Monthly 
Up % 


Mona Retail Cost 
i 


Retail Retail 


JANUARY FEBRUARY 


Plan| Actual |] Plan} Actual 


Owners’ Salaries 
Selling 7 
Other 
Rent 

Advertising 

Heat, Light, Power 
Wrapping and Delivery 
Supplies 

Bad Debts 

Fixed Group 

All Other 


Total Expense 


EXPLANATION OF CHART 


1, Enter estimated sales for the month. 
2. Enter total planned sales since first of year. Thus March space 
will show total of planned sales for January, February and March. 

3. Enter actual net sales for month. 
4. Enter gost of goods sold that month. — 
5. First fin white mark up by subtracting cost sales (4) from re- 
tail sales ( Then divide this mark up by retail sales (3) which 
ives mark up per cent for the month. 
6. Total net retail sales from first of year. Thus March space will 
show total of January, February and March sales from Column 3. 


16 


MARCH 


Plan| Actual 


. Enter p 
. Enter cumulative planned expense from first of year. 
. Enter actual mon —— from 

. Divide amount in Col 
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EX 
PLANNED 
10 


Retail Monthly | Cumulative 


DETAILED 


May JUNE 


APRIL 


Plan} Actual |} Plan| Actual |} Plan| Actual 


. Total cost of ae sold since first of year, figured in same way 


from Column 4 


. First find gross max Ser year by subtracting cost sales (7) 


from retail sales en divide this mark up by total retail 


sales ( 6) which on the mark up per cent for the year. 
a: 


nned monthly expense. 


Expense Chart below. ; 
umn 11 by amount in Column 3, giving 


monthly expense percentage. 


. Enter total expense since first of year by totaling amounts in - 


Column 11. 
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BUSINESS PLANNING CHART 
PENSES 


PLANNED 


15 16 


Monthly 
Cost 


EXPENSE CHART 


JuLy AuGuUST SEPTEMBER OcTOBER 


Actual 


14, Divide amount in Column 13 by amount in Column 6 to find ex- 
Percentage since first of year. 
15, Enter planned merchandise receipts for the month. This is your 
ying budget, explained more ye | on other side. 
16. Enter total planned receipts from first of year by totaling amounts 
in Column 15. 
17, Enter actual merchandise receipts for month. 
18. Enter total merchandise receipts from first of year by totaling 
amounts in Column 17. 
19, The planned stock for the end of February, for instance, is found 
by taking the planned stock for the end of January, adding 
ebruary’s planned receipts (Column 15) and subtracting the cost 
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MERCHANDISE RECEIPTS 


Cost 


STOCK 


ACTUAL PLANNED ACTUAL 


17 18 19 20 


On Hand |} On Hand 


Monthly 
Cost Cost Cost Cost 


NOVEMBER DECEMBER TOTAL 


Actual |} Plan} Actual |} Plan} Actual |] Plan} Actual Plan Actual |] Plan| Actual % of Sales 


of February’s planned sales (Column 1). But the planned sales 
in Column 1 are at retail. The cost of these will be found by 
deducting your customary mark up. This mark up may have to be 
estimated at first, but will be found definitely after Column 8 
has functioned a while. . 

. The actual stock on hand at the end of February, for instance, 
is found by taking actual stock at end of January, adding Feb- 
ruary’s receipts (Column 17) and subtracting February’s sales 
at cost (Column 4). ate 

- The month’s turnover is found by multiplying the month’s sales 
at cost (Column 4) by 12, then dividing that sum by stock on 
hand (Column 20). 
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Sell Fashion- . A SIGNIFI- 
CANT change 


Wanted Things 52. come in 
» wearing ap- 
parel com- 
modities. The customer who was 
on the defensive in all buying action 
is beginning to appreciate the new 
sales offensive of smarter merchan- 
dise, timely and appealingly pre- 
sented. There is a new encourage- 
ment to come in and buy for the joy 
of possession. “Wanted things” are 
diligently searched all over town, 
and we believe the industry is now 
on the threshold of a new period of 
wanted things and it would be folly 
indeed to continue to sell without 
profit. 

The fever of clearance selling is 
beginning to fade. The reason for 
it is evidenced in the public’s lack of 
interest in clearance shoes. The 
public no longer thinks in terms of 
July and August purchase of shoes 
for storage for subsequent use in 
months to come. The reason is ap- 
parent. Any person buying six pair 
of shoes at a price in the spirit of 
saving money has found that shoes 
bought in haste are repented for at 
leisure. 

A shoe is a definite use in fashion 
and color and style cannot straddle 
any number of costumes as it did 
in the past. Perhaps the white shoe 
has contributed to this new feeling 
on the part of the public that each 
shoe has a definite place, purpose 
and fashion. 

It is pretty obvious to the public, 
man and woman, that shoes bought 
in clearance this year will not be 
fashion right this fall and winter. 
Maybe then the public has come to 
the point of thinking of shoes in 
line with the thought of timely selec- 
tion rather than previous selection 
of shoes to possibly harmonize with 
fall clothes. 

A very significant change of 
women’s hats to the Eugenie type in- 
dicates that a fashion can spring 
up in a few weeks to make every 
other hat look obsolete. What folly 





would have been for the women cus- 
tomer to buy several of the old hat 
types when here is something radi- 
cally new and different. The same 
thing might happen in footwear, for 
the new hat may mean pumps and 
demi-oxfords rather than straps and 
fancy trim. Therefore, it is neces- 
sary to watch all fashion in its in- 
fluence on shoe fashion while we 
are in that period when “wanted 
goods” command ready sale and 
ready price while unwanted styles 
have no value at all. It just goes 
to prove that a fashion interest in 
any apparel, including shoes, can 
freshen trade in any store. 

The shoe business becomes more 
interesting but also more difficult in 
this new period of quick wants. In 
all probability the Eugenie hat, with 
its quick rise to popularity, will fade 
out as quickly but the new fashion 
idea has certainly made money for 
the women’s hat stores. 

Speed of style today bears watch- 
ing, for it necessitates speed of se- 
lection, production and service. 


All Must 
Profit 
to Serve 


IN comparison with 
the day’s wage, foot- 
wear is cheaper than 
ever before — too 
cheap, in fact, for an 
industry to serve ef- 
fectively. The time 
has come for the return of com- 
mon sense in respect to the subject 
of values in a world gone “price 
mad.” It is time for us to state the 
case so clearly in its reasonableness 
that all who can read can follow in 
orderly thinking. 

First, no article of wearing ap- 
parel reveals its cheapness with the 
readiness of footwear, and no ar- 
ticle of wearing apparel is more 
slandered by the modifying expla- 
nation: “Well, what could you ex- 
pect at the price?” 

A shoe today, whatever its price, 
is tremendously more economical in 
value and service than the shoe of 
fifteen or twenty-five years ago. 
Through inventive genius and busi- 


ness ability the shoe industry serves 
in a three dimensional way—utility 
article, timely fashion, and service 
of fitting. All three for sale at the 
price of one—shoemaking and han- 
dling, from source to fitting stool. 

Such a commodity and service, 
without profit, is not to be tolerated 
indefinitely. We have been through 
a period when the public demanded 
price and got it. We are coming 
into the period when public service 
must be continuous service and to 
render it, a profit must be made pos- 
sible to efficient branches of industry 
and to store. All must profit or con- 
tinuous service will suffer. 


SHARP 
criticism has 
been made of 
the policy of 
our Govern- 
> ment in Wash- 
ington in the 
slowness of apportionment of Fed- 
eral work. The idea of government 
in town, city, State and nation hold- 
ing in reserve projects, that mean 
wages for workers and the sale of 
materials for road and _ building 
projects, is an excellent one. But 
there comes a time when govern- 
ment cannot assume too much of 
the burden of emergency payrolls 
because of increase in taxation. 
What folly it would have been if 
our Government had spent all of its 
money in the year 1930 for roads, 
post offices and construction in every 
State in the Union. If that had 
been done, there would be no Fed- 
eral money to spend this year or 
next year or the year after. It was 
Benjamin Franklin who said “an 
empty bag cannot stand upright.” 
The Government did not spend all 
of its reserves in the first attack of 
unemployment. The Government is 
slowly and carefully planning each 
new project with the idea of judi- 
cious spending in time and in tune 
with the continuing needs of our 
country. Let us make haste slowly. 
Let us build only to needs and uses. 


Government’s 
Emergency 
Payroll 
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The Oxtord as a New Town 
Type for Fall 


The costume pictured shows the new 
theme in the apparel line. The close 
fitting, Second Empire hat, the soft 
notched collar coat with dolman or 
loose fitting armhole, the bias swing to 
the skirt of the coat and the flared 
gauntlet glove, make an ideal back- 
ground for the tailored oxford. 
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By MADAME HAMILTON JEFFRIES 


Fo and spectator types are being 
ordered as the first shoes for fall promotion. Each sea- 
son, coat fabrics and the smart seasonal furs are care- 
fully reviewed so as to determine the choices of leathers 
and styles in footwear. Fashion has chosen to spotlight 
town wear this coming season, with a marked inclination 
to strictly sports and tailored morning or town ensemble. 
Also, the richly furred old fashioned Second Empire 
theme is urged for dressy daytime and afternoon wear. 

Merchants who do not follow fashion and all its whims 
and variances should buy their fall and winter shoes 
two ways this season, namely, simple patterns, very 
lightly trimmed, or in proved spectator patterns modi- 
fied for town wear by color edges and perforations. 

The shoe here pictured is an example of the type which 
can be used for many daytime uccasions. 

Because of the circular cut of the low placed top line 
and throat, the oxford has all the expression of the 
pump with the control and comfort of the oxford. The 
leather determines the place of the shoe—for example, 
in black suede or black kid, this shoe is an all day one. 
In raisin or wine calf the shoe becomes a tailored town 
style, and in suitable combinations may be classed as 
spectator sports. In brown kid, piped or collared in 
reptile, it becomes a dressy, tailored or afternoon shoe. 

The reason for selling the oxford type this fall is a 
logical one. After a sandal season the foot feels the 
need for a closed in, confined shoe, which takes care of 
the flabby and loose tendons and muscles which have 
spread during the summer. At the first signs of fall, 
window displays promoting the oxford are essential. It 
is a new theme—a new spirit. 

















J. F. JARMAN 


Born in Murfreesboro, Tenn. Went to 
school in Jackson, Tenn., was graduated from 
Union University, Jackson, Tenn., with an 
A.M. degree when 18 years old. Went to 
work at a general store in Jackson after get- 
ting out of College. His duties were to open 
this store at 6:00 o'clock in the morning, 
clean it out and close it up at 9 o'clock at 
night. In his spare time during the day he 
helped with selling. After a few years the 
business failed and a large creditor who took 
over the business for the benefit of his debts 
placed Mr. Jarman in charge of it. He closed 
out the store and worked for about six months 
in Cincinnati in a wholesale clothing house. 
Later he came to Nashville, Tenn., to work for 
Carter-Dunbar Company, a shoe-jobbing 
house, starting off as a clerk in the shipping 
room and finally worked his way up to a po- 
sition as salesman and traveled a while. After 
a few years he went to Louisville with the 
Witherspoon Shoe Company, making women’s 
cheap shoes, as a junior partner. After about 
five years the Witherspoon Shoe Company re- 
organized and Jarman withdrew and returned 
to Nashville to go with J. W. Carter & Com- 
pany, as a partner in the business. Starting 
in with J. W. Carter & Company in 1903, he 
was with this concern from the start at a 
very low point until it grew to be a very siz- 
able business. In 1917 Mr. Jarman went to 
France doing Welfare Work with the French 
Army. He returned in 1918 to J. W. Carter 
& Company and remained there until 1924. 
In that year he withdrew, and with W. H. 
Wemyas formed a partnership organizing the 
larman Shoe Company. They Selected: the 
name “Friendly Five” for a men’s $5 shoe and 
from no business at all they have worked it 
up until “Friendly Fives” are sold in every 
State in the Union and in eighteen foreign 
countries. 


Idealist first and a shoe 
manufacturer second, J. F. Jarman, in seven years has traveled 
upward in the shoe world faster than most men who have entered 
the industry solely to build a big business and to make money. 
Mr. Jarman has built a big business and has made money, yet his 
greatest pride is in the accomplishments to his credit on the human, 
rather than the material side. He is more interested in his workers 
than he is in his product and by virtue of this fact his product has 
brought him fame and fortune. 

Evidence of the success of the business is found in the fact that 
during the depression the factory ran full time and only recently a 
new addition was completed giving a 50 per cent increase to pro- 
ductive capacity. This new addition is but part of a five-year ex- 
pansion program which ultimately will triple the company’s daily 
output of shoes. 

When J. F. Jarman established the business under his own name 
seven years ago and inaugurated what many have termed “exalted” 
ideas of management and labor, there was much shaking of heads 
and many utterances to the effect that “it can’t last long.” It has 
lasted and Mr. Jarman is so sure of his ground that he is constantly 
seeking ways to make his business more human and to share with 
his employees a constantly increasing share of the profits. 

Profit-sharing plans are not exactly new, but the one instituted by 
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Making Money Without | rying 


This is Method Used by J. F. Jarman 
Whose Chief Interest is in his Employees 


the Jarman Shoe Company about a year and a half 
ago has several unique points. In essence the profit 
sharing plan is tied up with a plan for employees’ 
savings. The employees deposit weekly, 5 per cent of 
their salaries and the company contributes, at the end 
of the fiscal year, 10 per cent of net earnings after 
deductions for dividends on preferred stock. In the 
year and a half that the plan has been in operation, 
700 of the 1,100 workers in the plant have joined the 
plan and the total investment and savings of these 
employees plus the amount contributed by the com- 
pany has reached $125,000. Only employees who 
have been with the company a year or more are 
eligible to join the plan. 


The profit sharing plan is 
only one of many humanizing touches that Mr. 
Jarman has injected into the business. 

Unless he is in conference, the door to his office, 
which is accessibly located on the main office floor, 
is always open and 
through it any em- 








would work out, indications are that he has not failed 
as a clearing house for romantic entanglements. 

This human touch with his work, Mr. Jarman 
declared to be the part of his work that he would 
never want to give up. As in all instances similar, he 
said, he receives much more from these transactions 
than do the persons he helps. “He profits most who 
serves best, always,” he said, declaring that he wished 
to present no idea of altruistic motives in either his 
work or his statements. 

“It is just that always one of my dreams has been 
the perfection of cooperative work between manage- 
ment and labor. I looked forward to the beginning 
of my factory for a great many years, expecting to 
try out my experiments along this line and to put into 
practice my belief that in building and operating a 
business a comfortable living is all that is due us,” 
he said. 

Every Tuesday night the executives of the Jarman 
Shoe Company talk over tHe problems of the plant. 
To these meetings once a month come about 100 
representatives 
from the _ em- 








TO THE YOUNG MEN: 








THE SUCCESS FAMILY 


THE FATHER OF SUCCESS IS 
WORK. 

THE MOTHER OF SUCCESS IS 
AMBITION. 


THE OLDEST SON IS 
COMMON SENSE. 


Some of the other boys are: 
Co-operation 
Perseverance 
Honesty | 
Thoroughness 
Foresight 
Enthusiasm 


THE OLDEST DAUGHTER |S 
CHARACTER. 
Some of the other girls are“ 
Cheerfulness 
Loyalty 
Courtesy 
Care 
Economy 
Sincerity 


THE BABY IS OPPORTUNITY. 


Get acquainted with the “Old 
Man,” and you will be able to 
get along pretty well with the 
rest of the Family. 














—from a Jarman employees’ 
klet. 


ployee is privileged 
to come with any 
of his problems at 
any time. Problems 
centering around 
real estate transac- 
tions, love affairs 
and overcharges on 
uptown bills are 
just a few of the 
many finding their 
way through the 
open door. 
Especially is Mr. 
Jarman pleased 
when helping solve 
the problems re- 
volving about the 
purchase of a home 
for one of the men 
in his plant. And 
although he de- 
clared that one 
never knew how 
love - affair advice 


ployees. These rep- 
resentatives have 
been elected by the 
workers themselves 
and are there to 
talk over their 
problems with the 
men in charge. 
The representa- 
tion is selected new 
each month, so that 
in the course of 
time each of the 
1100 workers 
comes in contact 
with the executives 
at these meetings. 
Last fall, when 
executives through- 
out the country 
were talking reduc- 
tion of salaries and 
the turning off of 
[TURN TO PAGE 58, 
PLEASE | 








5 


The Jarman Shoe Company is 
growing. The future will pro- 
vide many good jobs for the 
boys of today, who are willing 
to train themselves to assume 
the responsibility. 


Sd 


Some of the most essential 
qualities for success are hon- 
esty, truthfulness, hard work, 
the ability to stick to your job 
without being discouraged, and 
the use of common sense. 


Sd 


Any young man with good 
health, regardless of his educa- 
tion, who has will power enough 
to make himself do what he 
knows is right, can continue to 
rise. Some, of course, get ahead 
faster than others, but the 
“sticker” is the one who wins 
in the end. 








—from a Jarman employees’ 
booklet. 
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' NATIONAL SEASONAL 


AND SHOE DISPLAY 
Forecasting Shoes for Spring 1932 


HE National Boot and Shoe Manufacturers Association 
and co-operating exhibitors invite the shoe retail- 
ers of the country to view the displays of the many 
co-operating manufacturers at the Hotel Commodore, New 
York City, November 16th to 20th, 1931; and this early 
announcement is made in order that buyers may now 


make their plans to attend. 


Later announcements will deal with special features of 
the Exhibition and plans by the co-operating manu- 
facturers to make the National Seasonal Opening and 
Shoe Display Week of interest and value to all who 
attend. 


Trunk line and Passenger Associations, granting reduced 
railroad fares in the United States and Canada, will 
validate certificates entitling those who attend to one-half 
fare returning, if Convention Certificate, properly 
endorsed by local ticket agent, is secured at time of 
purchasing ticket to New York. Trunk line representa- 
tives inform us these certificates are not kept at all 
stations and that it is advisable to make arrangements 
for transportation a day or two in advance. 


Under the Direction and Management of the 
National Boot and Shoe Manufacturers Association 
2812 Chrysler Building, New York City 
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OPENING 
WEEK 


The following manufacturers have 
already made reservations: 


J. Albert & Son, Inc 557 De Kalb Ave., Brooklyn, N. Y. | 
Julius Altschul & Son 117 Grattan St., Brooklyn, N. Y. 
Artistic Shoe Co 144 Spencer St., Brooklyn, N. Y. fo 


American Shoe Co 176 Livingston St., Brooklyn, N. Y. 


Ault-Williamson Shoe Company 121 Main St., Auburn, Me. ; 
D. Armstrong & Co., Inc 115 Exchange St., Rochester, N. Y. YT + 
M. N. Arnold Shoe Co 208 hea” a No. Abington, Mass. ee ¢ 


The Abbott Company Elm St., Yarmouth, Maine 
Bancroft Walker Company 13 Wormwood St., Boston, Mass. 


Bates Shoe Company Webster, Mass. 

Blue Ribbon Shoemakers i 

Boyd-Welsh Shoe Company St. Louis, Mo. 

Bradley-Goodrich Company Haverhill, Mass. 

Brauer Bros. Shoe Company 

Brown Shoe Company . i ; The A. S. Kreider Shoe Mfg. Co. .........0.- Elizabethtown, Pa. 
Beker & Friedman, Inc. ........ 25 Lafayette St., Brooklyn, N. Y. Krigpendest- Dittman Co. ....... 632 Sycamore St., Cincinnati, Ohio 
Capitol Shoemakers, Inc. .............cceeeeeceeees St. Louis, Mo. A. Kuhnert Shoe Corp. Rochester, N. Y. 
GRO EEO. fo drncsovccdueaenamndctoavateeeunl Carlisle, Pa. Koss & Lapidus, Inc. ..........+- 164 Tillary St., Brooklyn, N. Y. 
The Cincinnati Shoe Company Cincinnati, O. Laird, Schober & Co. ........ 22nd & Market Sts., Philadelphia, Pa. 
J. & T. Cousins Company 185 Walworth St., Brooklyn, N. Y. Ranesaten Stae OR. coccccsccccccncenonssetucns Elizabethtown, Pa. 
Clarendon Shoe Co Classon Ave., Brooklyn, N. Y. John J. Lattemann Co., Inc. .....eceeeeeecenereces Brooklyn, N. Y. 
Commonwealth Shoe & Leather Co. ............2.- Whitman, Mass. Eeo'é Shoes: Tits cc cccicccccvces 210 Taaffe Place, Brooklyn, N. Y. 
W. B. Coon Co. ...-.-.-..seeeeeee 37 Canal St., Rochester, N. Y. H. G. Lumbard Shoe Co. ........-0eeeeeeeeeeeeeee Auburn, Maine 
Craddock-Terry Company Lynchburg, Va. Lax & Abowitz, Inc. ....... 40 Flatbush Ave. Ext., Brooklyn, N.Y. 
John Cramer & Son ., Brooklyn, N. Y. H. W. Merriam Shoe Co. ......cccccccscccccccees Baltimore, Md. 
Croxton, Wood & Company 313 New St., Philadelphia, Pa. - F. McElwain Co. ........ceeeees 103 Temple St., Nashua, N. H. 
Curtis-Stephens-Embry Co., Inc. .......cceeeeeeeeees Reading, Pa. cNichol & Taylor, Inc. Brcolyn, ieee. 


i i Oe essanuce 164 Tillary St., 
ian ne ie Te et ee ee Mie. cence itiy “Ave. & 14th St..’L. L City, N.Y. 


Corte Se Beles CG. cies ceccccecncnccctwenciones Casthage, Mo tee eee Gincane Boe eae ct ee, Aisen, Pa. 
Cornell Shoe Co., Inc 674 Broadway, New York City Mle ee oe Mt! “¢ ; ris 806 Walnut St., Cincinnati, Ohio 
Chouteau Shoe Mfg. Co. 918 So. Boyle Ave., St. Louis, Mo. Metropolitan Shoe ce a Manchester, N. H. 
Clement & Ball Shoe Mfg. Co Baltimore, Md. Milius Shoe Co. 7 2 -» St. Louis, Mo. 
The Chesapeake Shoe Mfg. Co Baltimore, Md. P. W. Minor & Son, Inc. a atavia, N. Y. 
Daniels & Taylor ., Derry, N. H. Ee aeare _° Sa P : 3 i ge Fou i. 
Devine & Yungel Shoe Mfg. Company Harrisburg, Pa. ound City Shoe Co. ... t. , 
Diana Shoe Corp. .....+...++0+: 70 Wyckoff Ave., Brooklyn, N. Y. Pe Se 419 E. Oliver St., Baltimore, = 
Walker T. pS Peer err ere Ceeee Columbus, Ohio Natural Bridge Shoemakers Lynchburg, Va. 
Dodge, Bliss & Perry Co., Inc. ...........+-- Newburyport, Mass, A. E. Nettleton Company 313 E. Willow St., Syracuse, N. Y. 
RUNES WORMNRE COE Foc ck ccecndencondacccnuteets Brockton, Mass. e Donnell Shoe Corporation St. Paul, Minn. 
Dunn & McCarthy, Inc, ........ 41 Washington St., Auburn, N. Y. ee ROI ck evan c stkcccacteetauneuaadans Brockton, Mass, 
BRE SNE Ge, onic Sec escceseencestsebleeeeesues Brockton, Mass. pte Shoe Mfg. Co. ...... 4164 Chippewa St., St. Louis, Mo. 
Dixon-Bartlett Co. ........... 110 W. Redwood St., Baltimore, Md. Pincus & Tobias, Inc. ......... 13 Lexington Ave., Brooklyn, N. Y. 
. : 6 7" 3 Dr, A. Posner Shoes, Inc. ....140 West tg gl New York City 
PO NE COs, so ccccccsnconaces 419 E. Oliver St., Baltimore, Md. Tho Peubiteiies Ca, fac. Pugh Bldg., Cincinnati, Ohio 
Eby Shoe Co. Ephrata, Pa. Premier Shoe Co., j a Reape Long Island City, N. Y. 
irs cig sscieeimar act 314 N. 12th St., Philadelphia, Pa. ot Oo ee errrrrrrrrcrecrrtrrce Rochester, N. Y. 
1 Park Ave., New York City The Reynolds Company Providence, R. I. 
Elco Shoe Manufacturers, Inc. ..... 73 Stone Ave., Brooklyn, N. Y. Richards & Brennan Co. 32 S. Main St., Randolph, Mass. 
aC er ere re rere Wakefield, Mass. Rice-O’Neill Shoe Co. ....... 1908 Washington Ave., St. Louis, Mo. 


: The Hickate Shae CO, oo cccccccccccsecvcccedecees Haverhill, Mass. 
C. P. Ford & Co., Inc. ....... 12 Commercial St., Rochester, N. Y. Roth Shoe Mig. Co. ......... Sit i Speaianns Sea. Coakeaa 9. 


Feder-Gregg Shoe Co. Gest & Evans Sts., Cincinnati, Ohio jamin Brookivn, N 
A. Garside & Sons 3706 36th St., Long Island City, N. Y. senna Shoe Company 7th & John Sts., rd Oo. 
Gerberich-Payne ong ¥ a mpany » Mount Joy, Pa, hapiro 183 William St., New York 
Andrew Geller Shoe Mfg. Co. ....735 Lorimer St., Brooklyn, N. ¥ Shoe Co. .......... 625 S. Goodman St., Rochester, N. Y. 
W. C. Goodger, Inc Rochester, ae Y. Shoe Form Co., Inc. Auburn, N. Y. 
Daniel Green Company — & . ze Stacy-Adams Company ... .-69 Montello St., Brockton, Mass. 
} se Northern Shoe Co. Manchester, N. Standard Shoe Co., Inc. . Philadelphia, Pa. 
oe & Read Company 685 Washington St., Lynn, Mass. Strassburger-Styles, Inc. . .557 De Kalb Ave., Brooklyn, N. Y. 
fin-White Shoe Co. ........ -325 Classon Ave., Brooklyn, N. Y. stern Auer Co. ...-315 East 7th St., Cincinnati, Ohio 
Julius Grossman, Inc. De Kalb Ave., Brooklyn, N. Y. The P. Sullivan Shoe Oo. Cincinnati, Ohio 
ferman Grossman, Inc, ........... 200 Tillary St., Brooklyn, N. Y. N. B. Thee - Pleasant St., E. Rochester, N. H. 
Morgan Grossman, Inc. ......... 234 Throop Ave., Brooklyn, N. Y. : Co. 75 Front St., Brooklyn, N. Y. 
d Shoe Holland, Mich. ee caceaces 410 Willoughby Ave., Brooklyn, N. Y. 
Shoe Co., Inc. ........... REET RN Philadelphia, Pa. Unity Shoemaker: 791 Tremont St., Boston, Mass. 
Huth & James Shoe “Mig. My ac Peciecadeeaass ones Milwaukee, Wis. Unity Shoe Mfg. °C. .» Inc. Brooklyn, N. Y. 
mternational Shoe Co. ....cccccccccccccscccccccecs St. Louis, Mo. MEGANE cc ddac cvs cetencustunevucedcecesad Portsmouth, Ohio 
nterstate Shoe Co. a Manchester, N. H. Wall- iiveuur DO GUGs vsncedecces ececucenec North Adams, Mass. 
‘ohansen Bros. Shoe Co. ........ 3640 Laclede Ave., St. Louis, Mo. S. Waterbury & Son Co., Inc. ; ¥ 

ie Lg * & Kokenge Co. ........ 422 E. 4th St., Cincinnati, Ohio Weissman-Sass Shoe Co., Inc. Brooklyn, N. 
rs" Shoe ee - re Mo. Martin Weinstein Shoe Co. .......... 35 York St., ieee N. x 
Kauder S hs ..309 Flushing Ave., Brooklyn, N. Y. M. Wolf & Sons, Inc. ............. 273 State St., Brooklyn, N. Y. 
Geo. E. Keith al Brockton, Mass. Wolff-Tober Shoe Mfg. Co. ....2511 —s Ave., St. ——, Mo. 
Kane, gy & aus, ENG. Sceess 1709 Locust St., St. Louis, Mo. Woodbury Shoe Mfg. Co. 30 South St., Derry, N. H. 
Cc. Gi] g_& Compan Providence, R. 1 E. T. Wright & Co., Inc. Rockland, Mass. 
The Annville, Pa. Wright-Gorevitz- McNamara Co. Haverhill, Mass. 
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A Five Year 


Wheeler's, Birmingham, Takes a Leaf 


from the International Political Book 


. Russie has a five year plan. 
America talks about a five year plan. France talks 
about a five year plan. The whole world is talking 
about the five year plan. So we also have one in our 
business.” It was Paul T. Oxford, manager of 
Wheeler’s Shoe Store, Birmingham, Ala., ‘speaking. 
Oxford’s five year plan is to keep a close check on 
the business done by the firm during a period of 
five years and to plan each month’s campaigns ac- 
cording to those of other years. 

“I have found that one of the big faults of shoe- 
men is that they go into too much detail in keeping 
their records. They think they have a first-class 
system of keeping records but in reality they have 
too much system; they are unable to keep up with it 
all,” he said. 

“Too few salesmen pay close enough attention to 
their stocks and we have found that by giving extra 
attention to our stock we increase turnover rapidly. 
For instance, let me give an example. Say we buy 
$2,000 worth of stock on the first of a certain month. 
Sixty days later we find that we have sold, let us 
say, $750 worth of that stock, or in other words that 
that stock has been reduced $750. Then we have a 
pretty fair idea of the demand and we go out and 
buy $750 worth of stock to replace that sold. We 
never over-buy and by close observation our stocks 
are always at a certain level,” he said. 

“With our five year plan we are able to compare 
stocks with sales. But the important thing is we can 
tell instantly how it compares with last year, the 
year before and so on. When I came here I put 
my plan into effect and it has amply demonstrated 
its value. It is really the simplest thing in the world 
and requires less bookkeeping than the average per- 
son would think because of the title, ‘Five Year 
Plan.’ 

“The expense in maintaining such records is 
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practically nothing. I purchased a day by day sales- 
book at a stationary store and a ledger at a ten cent 
store. The day by day book was for my daily sales 
and the ledger for keeping copies and records of 
advertisements. 
“In the record book I ruled off five columns 
something like this: 
March 
1930 1931 1932 
$375 $400 $450 
300 3235 OMS 
450 580 535 


1928 1929 


“The small figures at the left are dates of the 
month. The rest are explained by themselves. One 
of these sheets is made for every month in the year 
and it has already been explained that each sheet is. 
good for five years. By having five years on one 
sheet it is very, very easy to look back year after year 
without a lot of reference seeking. 

“Let us look back a few years. We'll take the table 
set out here. The day is March 3. We find in March, 
1928, we did an exceptionally good business on that 
day. And on March 3 each year we did good busi-: 
néss, our records show. Why? 

“All right, we'll explain. One year after the 
record breaking day in 1928 we looked back and saw 
how much money we took in on that day. It was a 
good day. All right, what merchandising plan did 

[TURN TO PAGE 38, PLEASE] 
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—their sustaining high quality. 
is as definitely assured as the 


rising of tomorrow’s sun.... 


Give the wearer quality and 


value, and he’ll come back to 


buy again. 


ROBERTS, JOHNSONS RAND 


Branch of INTERNATIONAL SHOE COMPANY 
ST. LOUIS, MO. 
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To use PEERLESS COLORED KID is 
to make a real investment in enlarging 
the good opinion of your customers. 


Thru COLORS that authoritatively 
represent the officially approved 
shades. 


Thru DEPENDENCE on repeated 
quality standards which are rightly 
expected from all Evans Leathers. 








ored kid tanning — using specially 
selected skins—to insure the utmost 
regularity in run of color and constant 


quality. 


PUSS CCS SSCSSSSSSE 
TS 


JOHN R. EVANS & CO. 
CAMDEN, NEW JERSEY 


Cincinnati St. Louis 
Philadelphia Boston 
Milwaukee Rochester 
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ee ighat SHOE REPAIR 
Rea Why You a 1h, eaele 8S exact 
e Should Use Our eben meen SERVICE 


If Work Is Properly Done; 

Here’s a Review of the Scope 

of Repair Work and a Sum- 

mary of HowR. H. Fyfe & Co. 
Does It 


























F simply simmers down to the age- 
old controversy between craftsmanship on one hand 
and just doing a job on the other. 

With hundreds of thousands of shoe repairmen in 
this country ranging all the way from the slap-dash 
sole and heel “while you wait” speedster to the artist 
who takes a wholesome pride in his work of recon- 
ditioning shoes, there is a great gulf. An estimate 
was recently made that for each real craftsman there 
was 10,000 rough and ready cobblers. Certainly not 
the cobblers who sang the song— 

“The better my work the less my pay 
But work can only be done one way.” 
could be classified in the “sole and heel” artist. 

These men are not cobblers but experts who recon- 
dition shoes. Tricks like the taking of a suede shoe 
and transforming it into a finished calf leather are 
common to those in the know. And a mighty good 
job they do of it, too. Jobs like actually making a 
shoe a full size longer or wider ; riding boots taken in 
or let out; and dyeing the color to any shade desired 
are among the many out of the ordinary things done 
by many first-class repair shops the country over. 

One very good concern in New York featured this 
stunt this year: “Don’t discard your worn shoes! 
Bring them in with a quarter of a yard of material 
to match your latest gown, and leave the rest to us! 
We'll remake your shoes until you have an ensemble 
that will cause no end of talk.” 

This job cost the customer $6.00, together with the 
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cost of the material. It was not a very lasting sensa- 
tion, however. 

Several shoe stores have first-class shoe depart- 
ments that are paying businesses in themselves. Per- 
haps the most outstanding example is the one oper- 
ated by the R. H. Fyfe Co. in Detroit. Just to give 
an idea of how this paying floor operates, the man- 
ager of this department, W. Labram, sets forth his 
methods thus: 

“To begin .with, our employees who take in the 
work are trained to examine the shoes thoroughly to 
see if they are worth the expenditure of the cus- 
tomer’s money. If the upper leather is good and the 
insole and welt is O. K., we recommend a full new 
bottom, which makes a better finished job, as half 
soles have to be nailed across the shank and also have 
a tendency to break. 

“In the workshop the men are also trained to our 
methods. Each employee has individual work to do. 
One man puts on full and half soles. These are 
cemented on, thus making them waterproof. Another 
puts on ladies’ full and half soles. These are cemented 
on with a special cement that requires no nailing and 
makes the shoe very flexible and light. 

“When putting on all new heels on ladies’ shoes. 
we re-cover all of them, buying the wood blocks and 
various colored skins so that we can match the shoes. 
perfectly. Two operators work the Goodyear ma- 
chines. One man puts on all men’s heels, and another, 

[TURN TO PAGE 38, PLEASE} 
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“WHERE MERCHANTS BUY Ag. 
AT THE SOURCE . 


The Convention of the 
American Retailers’ As- 
sociation, which opensin 
St. Louis, Aug. 10th, of- 
Sere Retailers invaluable 
instruction on the latest 
merchandising methods, 
as well as contacts with 
successful Merchants 
from all parts of the 
country. 

Reduced fares on all rail- 
roads to St. Louis... Get 
a Validation Certificate 
from your local ticket 
agent, 


ST. LOUIS CHAMBER of COMMERCE and THE INDUSTRIAL CLUB of ST. LOUIS 


AND SHOE RECORDER 


Sr. Lou!Is, the merchandise manu- 
facturing center of the Mid-West, 
brings Merchant and Maker close to- 
gether. It offers goods from their 
source; consequently better prices... 
greater varieties .. . fresher showings 
... quicker deliveries. And because its 
manufacturers know your particular 
trade as no others know it, St. Louis 
presents practical merchandise that 
your trade will buy. 


Theannual Fall merchandise and style 
showing is ready here. It includesevery 
variety of goods; a display complete 
and comprehensive. Now is the time 
for Retailers to visit St. Louis,—pri- 
marily to inspect the new styles while 
the showings are complete; to talk 
with the makers in many lines — to 
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exchange viewpoints with retailers 
from all over the country; to geta 
broader picture of market trends, na- 
tion-wide demands and new merchan- 
dising ideas; — and, incidentally, to 
have the time of your life! 


St. Louis with its entertaining clubs, 
shows and myriad attractions, offers 
interesting relaxation of every sort. 
You will want to see the Municipul 
Opera. No one who sells can afford to 
miss the instructive meetings of the 
American Retailers’ Association. You 
can attend both during the week be- 
ginning Aug. 10th to 17th, inclusive. 
Nearness; low freights; fast pack- 
age car service; friendly, personal 
contacts with sources of supply,—all 


these say:—‘‘COME TO ST. LOUIS!’ 
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IL sghln ess 


Today shoe styles go by the heels, 
for the eye of fashion is focused on 
the rear of the shoe. The advance pa- 
trol of the parade of fashion now 
chooses the heel first, according to its 
elevation, pitch, contour and deport- 
ment. The inimitable grace and beauty 
of the wood heel cannot be surpassed, 
while its individuality and lightness 
give the shoe qualities which appeal 
to women. Manufacturers have found 
that the sales value of women’s foot- 
wear is largely dependent upon the 
symmetry and outline of the rear por- 
tion of the shoe. All Mears Wood 
Heels are accurate duplications of the 
original model_—they are made with 


mechanical precision. The inaccura~ 


- = ae ar ts bare ~ '@)e).@ 20) ° an y PDK 
the style ol the shoe, are eliminated. 


ae HEELSEAT 


FRED W. MEARS HEEL COMPANY inc. 
AUBURN, ME. - COLUMBUS, O. - ST. LOUIS, MO. - AUBURN, N. Y. 
Associated Companies 


Conway Wood Heel Company, Conway, N. H. 
Merrimack Wood Heel Company, Salem Depot, N.H. 
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DEPRESSION- 
PROOF 


It’s No Trick at All to Sell a Man 
a $20 Shoe, Says Nelson E. Clark, 
Saks-5th Ave. 


T hanks to Nelson E. Clark for proving 
that there is life in the high-grade men’s shoe busi- 
ness. Said he on one recent hot, sultry, midsummer 
day, “It is no trick at all to sell a man four or five 
pairs of $20.00 shoes at one sitting, provided you have 
something to sell him.” Then he indicated the sev- 
eral men customers who were being outfitted to shoes. 
In each case multiple sales were made, all at $20.00 a 
crack, and at a time when cut price sales of all kinds 
were all over New York. 

The scene of action, by the way, took place in the 
Saks-Fifth Avenue store and, of course, in the men’s 
shoe department. All four of the Saks men’s shoe 
departments are under Mr. Clark’s supervision, but 
these $20.00 hand-made shoes are only sold at the 
Fifth Avenue Shop. Why? Well, that’s the story. 
But before setting forth the various angles to this 
interesting business, get this fact—more pairs of 
men’s shoes have been sold this year than last year 
in this department, whose price range is from $12.50 
to $45.00. This $20.00 line is new this season and is 
undoubtedly a vital factor in this record. 

Even at that, selling men’s shoes at $20.00 the 
throw, and putting them out in volume, right steady 
through the so-called dull period, is surely calling the 
turn on those who say and preach that the men’s 
high-grade business has gone to pot. 

Now, to lay all the cards on the table face up. The 
boys selling shoes at $16.50 to $45.00 have been 
pretty closely pressed by those operating in the lower 
brackets. Whatever was shown at $25.00 to $35.00 
was immediately duplicated at $15.00, then at $10.00 
and now in the popular prices. Patterns, lasts, 
leathers were alike reproduced. All this caused John 
B. Public to wonder what it was all about. 

Custom lasts, long associated only in the top grades, 

appeared in shoes retailing as low as $3.50. Obviously 
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Good Shoes Are 


















it was up to the men selling the snooty trade to work 


out something different. Saks-Fifth Avenue, for 
example, started to drop custom lasts five years ago 
and has not had a pair in the past few years. 

So, with the apparent inroads on styles, something 
had to be done to keep the trade. It could not be 
anything radical or bizarre, but something wholly 
based on quality and shoemaking—hence the devel- 
opment of the hand-made shoe—hand-made, only in 
regard to lasting and bottom work—upper fitting is 
machine work, naturally. 

It took Mr. Clark a. long time to work out a last 
with his custom shoemaker that was finally okehed as 
“right.” Then followed the working out of details 
that add nothing to the actual wearing qualities of a 
shoe but greatly to the looks ; earmarks that definitely 
branded the shoe as of superior origin, details that 
would be very expensive and hard to follow were one 
tempted to essay a copy. 

Perhaps the trickiest effect was secured in the heel. 
The line drawing on page 34 illustrates how the inside 
line has been curved in, also cut in under at a slant. 
The outsidé of the heel is straight as in most heels. 
Note, too, the way the method of edge trimming, fairly 
narrow at the cap but swinging full at the ball. These 
touches impart distinction to the shoe. 

Lasts and patterns of these hand-made shoes are 
all controlled by the store. There are dozens of indi- 
vidual features of this shoe that make the selling a 
pleasure, according to the boys on the floor, for all 
these points are of sufficient interest to hold a cus- 
tomer’s attention as close as a Follies Show. 

These shoes are so different from the $25.00 to 
$35.00 shoes that they do not cut into the sales of the 
other models at all. 

This shoe is developed in eleven different ways; 
[TURN TO PAGE 34, PLEASE] 
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$5-$6 “Almost any foot is a normal foot for HEEL HUGGER Shoes” $5-$6 
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$5=-$6 Note the 176 different sizes and widths of HEEL HUGGER Shoes $526 











Listen to 
HEEL HUGGER HARMONIES in a 
Coast-to-Coast Broadcast every Sunday 
Evening, WJZ and Associated Stations 


HEEL HUGGER SHOES, INC. 


AUBURN, MS. Y. 
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Good Shoes Are Depression-Proof 


[CONTINUED FROM PAGE 32] 


fine grain, full brogue ; finggrain, semi- 
brogue, and a smooth calf, plain oxford, 
all in both black and brown—-six styles. 
A patent light weight, plain toe dress 
oxford. White buck, wing tipped and 
white buck straight tip, trimmed in both 
black and brown calf—four shoes. 


Usually the trade 


buys four pairs at a clip, two pairs of 
street shoes and two pairs of sport 
shoes, enough eleven pair sales are made 
so that the management does not feel 
under obligations to turn out the fire 
department or declare a public holiday 
when this happens. 

Perhaps the sweetest thing about this 
$20 shoe business is the elimination of 
all competition—also that there are no 
mark-downs. Customers know this, so 
the trade steadily rolls in, regardless of 
the weather, crops and scandals. 

Funny thing, some of the regular cus- 
tomers are retail shoemen right on the 
Avenue as well as a goodly sprinkling 
of shoe manufacturers. As Mr. Clark 
says, “You can fool the eye on shoe 
values but you can’t fool the foot.” 

It is an education in itself to watch 
the process that takes place from the 
time the customer seats himself in a comfortable in- 
dividual club chair to the time he says, “Send that 
selection to me at 

After the size has been accurately determined, the 
first pair of shoes to be shown is brought from the 
racks in the original box. The right shoe is taken 
from the flannel bag in which all these shoes are kept. 
Very slowly and deliberately the fitter rags up the 
shoes with the flannel bag, slips the shoe on the foot 
and carelessly drapes the bag over his left knee. The 
shoe is now laced up, checked to make doubly sure 
that the fit is all that is to be desired. Then the other 
shoe is fitted to the left foot and the customer is asked 
to walk around. 

After the promenade—if it be a new customer— 
several salient points are stressed, if it is felt the sit- 
uation warrants the extra sales talk. These are the 
super-fitting qualities of the last up under the arch 
and around the heel: The extreme flexibility of the 
shoe—which is the result of its being hand lasted, 


Note at the point marked “A” 
how the inside line is carried 
way in and under the breasting 
of the heel seat, while at the 
point marked “B” the heel is 
straight as is usual. 
the comparatively small heel 
base of the top lift. 
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hand welted and hand sewn. The short 
forepart of the vamp, which allows the 
foot to settle in the shoe better and at 
the same time holds it in position; the 
full edge trimming at the ball that gives 
a better balance to the wearer and also 
tends to keep the shoe in shape; the fea- 
ture of the special cut of the heel; the 
fact that none of these shoes have any 
dressing or polish on the uppers, as they 
come from the factory just washed 
clean. 

Now, there is quite a neat point in the 
flannel bags. All shoes come from the 
factory in the bags, brown bags for the 
brown shoes, green bags for the black 
shoes, and white for the sports. Extra 
bags are sold in the department for $1 
per pair to those who wish extra sets. 

As for shoe trees, 99 out of 100 buy 
them. A special tree that retails for 
$2.50 has been made for these hand- 
made shoes. This is a ventilated full 
tree, mahogany finish and has a pat- 
ented ring in the heel. The feature of 
this ring is that it allows the shoes to 
be suspended from it then the fact that 
it lays close, permitting the treed shoes 
to be packed tight, for traveling. 

It is quite necessary to abjure the 
reader not to deduct false notions as to 
the retail conditions in New York from the forego- 
ing. While pairage sales are ahead in this particular 
store, the average retail price is several dollars under 
what it was a year ago. Throughout New York town 
prices are graded downward, just the same as they are 
all over the country. And as a straw showing how the 
wind is blowing, the most prominent large corner 
room in Times Square (a reputed $100,000 a year 
rental) is now a doughnut and coffee shop. No—all 
stores are not specializing on $20 shoes by any means. 

Neither is it to be supposed that similar results can 
be accomplished in other stores unless they are stores 
of a distinctly unusual type, occupying a position 
somewhat analogous in their communities to that of 
Saks-Fifth Avenue in New York. There are not very 
many stores of that classification. Nevertheless, the 
broad merchandising and selling principles behind the 
plan, the stressing of style and quality through con- 
structive salesmanship, can be practiced elsewhere in 
stores featuring merchandise of the better grades. 


Note too, 


AND SHOE 
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.. . AO INFANT 


... the CHILD 
. Lhé YOUNG GIRL 


espond to the 


superb combination of art and masterly crafts- 
manship in Laird Schober juvenile footwear, 
exactly as their parents find in these unusual 

shoes the luxury of ultimate economy. 


For more than half a century, and now, Laird 
Schober and Company has enjoyed an en- 
viable reputation for the maintenance of 
quality standards in the production of 
classic and high novelty footwear for 
ladies, misses and children. 








LAIRD 


PHILADELPHIA 


NEW YORK STUDIO ‘ 
FIVE THIRTY-FIVE FIFTH AVENUE, AT FORTY.FOURTH STREET, SUITE FIVE HUNDRED THREE /- 
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& INVENTIONS 


There’s Always Something New 


Cropping Up in the Shoe Industry— 


but Few of the Novel Ideas Are 
Practical 





For some reason footwear has a 
distinct appeal to the dyed-in-the-wool inventor. 
About every few months some genius springs a re- 
movable this or that on the trade. Not one in 10,000 
are practicable. Recently one inventor tried to market 
a removable rubber top lift for women’s shoes. It 
was one on which he had spent five years in complet- 
ing. It worked perfectly. The heels would slide on 
and off, precisely as they should, but not one woman 
in 25 was so mechanically minded that she could op- 
erate the device. Then, too, there was the matter of 
the great number of different types and kinds of heels, 
and the greater problem from a merchandising point 
—that of cost. It cost more—or as: much—to buy 
these slide top lifts as it did to go to the nearest cobbler 
and let him do all the work. 

As a novelty in the field 
of removable soles there is 
the device that has just 
made its appearance in Te- 
gucigalpa, the capital and 
largest city of Honduras. 

Its inventor, Eduardo F. 
Caceres, is what is known 
as a Zapatero, or shoemak- 
er, he having a little shoe 
repair and shoe manufac- 
turing establishment so fa- 
miliar in Central American 













This is the way 
you do it, 


This removable sole shoe is divided into two parts, 
the sole and heel forming one section and the shoe 
proper the other. The shoe portion may be slipped 
into and removed from the sole section in a few 
seconds, thus avoiding loss of time in changing the 
sole. 

The sole and heel are in one, there being sewed 
around the edge of the upper portion of the sole a 
narrow leather strip measuring about a third of an 
inch wide. This strip is sewed quite near the edge of 
the sole so that, in reality, it forms a groove into which 
is slipped the holding strip that is a part of the shoe 
section. 

The shoe section is without sole and heel, naturally, 
the welt being the finishing touch. This welt is car- 
ried completely around the shoe, including the heel, 
and forms the securing strip 
that holds the sole in place. 

To attach the sole to the 
shoe, the sole with the up- 
per side on top is held in 
one hand and the shoe sec- 
tion with the bottom sur- 


s eparate heel 
lifts to insert 
yourself are only 


@ pair! 










Piss the may face down is held in the 
i's done. other hand. The toe of the 





shoe section is laid on the 
upper side of the sole sec- 
tion about in the center and 
pushed forward until the 





cities and towns. 





[TURN TO PAGE 58, PLEASE] 
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Genuine Calfskin, Kan- $ 
garoo and Kid—smart 
patterns tailored to please 
the man who knows and 
demands what is correct in style 
—combination lasts—full leather 
construction throughout. 


This is the Peters answer to 
the present swing to popular- 
priced footwear. A range of 
forty-six numbers—youthful 
and fast, handsomely tailored 
and conservative—a style for 


4.0 STYLES --- 


that meet every demand for 


RETAILERS 


every taste and every occasion. 

The average cost per pair 
to you is $3.25, giving you a 
mark-up of 35%! Where can you 


BRANCH OF 





ST. LOUIS 





equal this on a complete 
quality line of $5 retailers 
with Peters Shoe quality 
and Peters Shoe prestige? 
Be sure to see this big spe- 
cialty line of Peters Shoes. Just 
write or wire at our expense for 
a salesman. 

All styles are in stock in sizes 
and widths for quick shipment 
and fast handling of your re- 
orders. Remember, a line to us 
brings our line to you. 
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ladies’ top lifts, which are stapled on. We have a 
man who is an expert on crippled work such as cork 
sole extensions. This is done with blocks of cork 
from % in. to 6 in. in thickness. This has to be 
shaped out by hand, getting the exact measurements, 
which requires unusual skill, as even a fraction of an 
inch out would throw the shoe off balance. 


Md 
ln the alteration department 


we have two men and two women altering and re- 
making boots and shoes. We alter riding boots to 
fit the leg, making some larger by putting in what is 
termed a ‘gusset.’ If the boot is too large, we cut 
it down by opening the back and cutting parts away. 
When shoes gape at the ankles, we put in full counter 
linings and draw 
them tight so as to 
fit the ankle snugly. 
We put on new toe 
caps, new counters, 
in fact, anything 
in the way of re- 
pairs or altera- 
tions. All shoes 
are cleaned, new 
laces and new heel 
pads put in. 

“Two women 
sew on buckles, 
bows, and run the 
patching and alter- 
ation machines. An 
inspector examines 
all the work, seeing that everything that is necessary 
is completed before sending to the delivery depart- 


Repairs Reap Profits 


[CONTINUED FROM PAGE 28] 





Here is a view of the customers’ room in the Fyfe repair department. 
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ment. Two girls make out charge accounts, cash sales 
and addresses for delivery and answer telephone calls, 
as we call for, and deliver shoes within a radius of 
several miles. 

“We tint shoes to match any color. We have 120 
different shades on our color chart, but this is just a 
small number in comparison to the shades of today. 
We blend our own colors from these 120, so that we 
can get practically any color given us to tint. 

“We buy the very best of materials. The leather 
we use is ‘tempered’; that is, wetted and covered up 
until it is mellow and pliable. On welted shoes the 
old stitches are taken out. When the new. sole is put 
on we can stitch in the same holes, showing just the 
single row of stitches as the shoe comes from the 
factory. Flexible leather is used on ladies’ work so 
that when the shoe 
is repaired it will be 
just as comfortable 
as before repairing. 

“In our cleaning 
department _ tetra- 
chloride is first 
used to take out 
dirt or grease spots, 
then the shoe is 
rubbed with art 
gum. On kid or 
calf leather, saddle 
soap is used, which 
cleans the pores 
thoroughly of sur- 
face dirt, then by 
putting on the pol- 
ish it brings up a clear gloss. Too much friction 
in rubbing the leather has a tendency to burn.” 


A Five Year Plan 


[CONTINUED FROM PAGE 24] 


we follow last year for March 3? The ledger book I 
mentioned a few minutes ago is available and I turn 
to the month of March and then to the third day. 
There I find a complete record of advertising, copies 
of advertisements and so forth. Or perhaps it was a 
direct mail campaign. If so, the book tells to what 
class of people the letters went to. At any rate, the 
plan got the business last year, so it is worth being 
tried again this year. So there you are. See how 
simple it is? 








“We use three principal methods of advertising. 
Newspaper advertising is getting some good results 
and we can say the same for radio. We use the air 
on an average of three times a week. Direct mail is 
also used. Just what method of advertising we use 
depends to a big extent on what we did a year ago 
and how much business it brought us.” 

The Wheeler store has been in business in Birming- 
ham for thirteen years. All of these years have been 
devoted to merchandising the better grades of shoes. 
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»Palyanna 


, = 
[RIED SHOES 


THE FIRST JUVENILE CORRECTIVE SHOE RETAILING AT 
THESE PRICES FOR STAPLE PATTERNS AND LEATHERS 


$2.50 $ $4.00 
5 to 8 2% to 7 
AtoD AA to D 


8Y, to 2 Ato D 


MORE EXPENSIVE PATTERNS AND LEATHERS 
RETAIL SLIGHTLY HIGHER 


* 


MAY and JUNE SALES PROVE 
POLLYANNA PROFIT POSSIBILITIES 


Checking our ledger accounts reveals that a large number of our 
Pollyanna agents sold more—or as many—pairs of this shoe during 
the months of May and June as in the month of March. You, as a 
shoe merchant, know what that means in terms of salability. 


[ Pollyanna dealers are enthusiastic over the public’s response to this 
unusual shoe. Many of them are getting a turnover of better than 


~ ten times per year. 











If the Pollyanna Agency is not already taken in your locality, do not 
delay in getting the facts about this unusual shoe. Write us at once! 


, 
} 
3 
; 
4 
1 
5 
y 
n 


NUMBER 


sxe | eA S WAder Shoe Co. 
: ANNVILLE, PENNSYLVANIA 

Actual figures 
taken from our 
ledger demon- 
strating the sala- 
bility of Polly- 
anna shoes during 
months of May 


and June. 











TOTAL 3450 pairs 


* We will supply name of the merchant 
to non-competitive stores on request. 
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en Cn OM An) CH a al a ee oe 


Boor AND SHOE RECORDER ‘ 
combining THE SHOP RETAILER, Aug. 1, 1931 








































dd | 
n the average shoe 
store the hosiery department gets the 
same loving care that goes to the well- 
known step child. Only the bare neces- 

sities, nothing else !’’ 

So said Miss Marie Weatherly, who had just been 
engaged to take charge of Bowman & Son’s hosiery 
department. She was one of those careful individuals 
who believe in having all their disagreements before 
taking a job rather than after. 

“So before I start in,” she continued, “I want to 
know what kind of cooperation I’m going to get.” 

Jim Bowman smiled at her seeming audacity and 
answered: “You'll get the very best cooperation in 
the world, Miss Weatherly. You'll have full charge. 
Anything you say goes—within reason.” 

“That’s just what I was afraid of,” she answered. 
“You turn everything over to me and si 

“That’s it!” young Charley Bowman interrupted 
gaily. “We have full confidence in you, so we let you 
take the whole hosiery department entirely off our 
minds.” 

“Just like the rest of the shoe stores!’ Miss Weath- 
erly cried. “You make a neglected step child out of 
the hosiery department! You hire a trained nurse 
and say, ‘Here, take this brat off my hands. I’ll give 
you plenty of money to support him, but for goodness 
sake, don’t bother me with any of his questions.’ 
That’s not cooperation! That’s cooposition, passive 
non-resistance, lazy indifference! 

“You push me off into the sea of business and 
shout, ‘Go to it now! You’re on your own, to sink 
or swim.’ And you have a righteous feeling in your 
heart because you don’t tie my hands and feet before 
you shove me in.” 

“My, my, Miss Weatherly, we didn’t mean it that 
way!” Jim Bowman explained. 

“Of course you didn’t; Mr. Bowman. And you 
never would have thought of it that way if some one 
hadn’t come along and put it that way. Now, suppose 
I calm down and explain just what I mean.” 

“Yes, please do; it sounds most interesting,” said 
Charley. 

“You'll have to pardon my bluntness,” she began. 
“You see I really don’t know a thing about your per- 
sonal attitude toward the hosiery department, so I am 
presuming you are like fully 80 per cent of the other 
shoe store owners. Let’s see if I’m right. 

“Once upon a time you became interested in shoes. 
Then you began studying shoes. Daytimes, evenings 
and Sundays you tried to learn all there was to know 





, 









HOSIERY— 


about shoes, leathers, lasts, feet, fitting, accounting, 
stock keeping, and all phases of store management, 
didn’t you? Thorough shoe men you made of your- 
selves. You ate, drank, lived and slept with shoes on 
your minds. 

“Then, when you saw other stores putting in ho- 
siery, you decided you, too, would make a lot of money 
with no additional effort. You hired a girl and bought 
a stock. But were you fired with an ambition to learn 
all about hosiery, the same as you were with shoes? 

“Did you investigate the various lines on the market 
to get the one best suited to your needs? Did you 
even make any definite study of what your real needs 








were? Do you know exactly what a semi-thiffon is? 
Are you familiar with the various ways of making 
dull finish hosiery? Do you know why stockings vary 
a little in length?’ Do you ye 

“Well, now, Miss Weatherly, we’ve always left 
those things to our hosiery girl,’ Jim Bowman ven- 
tured with a half guilty look. 

“Of course, you did! And why? Just because you 
weren’t interested. If you had been genuinely inter- 
ested in hosiery, as you are in shoes, nobody could 
have kept you from digging in and learning all those 
little details. It would have been fun, not work. 

“There’s money in hosiery, Mr. Bowman, I mean 
big money, for the shoe man who becomes thoroughly 
wrapped up in the study of hosiery. At that, I’ll ven- 
ture a bet that this very store made twice as much on 
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The Step Child 


its hosiery investment last year as it did on its shoe 
investment.” 

Miss Weatherly paused for an answer to her chal- 
lenge. Jim Bowman looked inquiringly at his son. 

“Well yes I guess you’re right,” 
Charley admitted. 

“And yet the chances are you've always 
called it a side line—just a step child.” Miss 
Weatherly pointed an accusing finger at 
Charley. 

“I’m sorry I get so wrought up about 
this,” she went on, “but I’m just so 
anxious that my boss shall share my 


enthusiasm about hosiery. It’s all for your own good, 
if you’ll pardon my saying so. 

“Here’s why there’s real money in hosiery. Your 
hosiery turnover is more than twice your shoe turn- 
over, so your stock is always fresher. Your mark- 
downs are much less than in shoes and your adjust- 
ments proportionately small. Complaints are not as 
hard to take care of, for hose don’t blister the heels 
nor pinch the joints. Deliveries are fewer and so are 
exchanges. 

“But the big difference is in direct selling expense. 
The average hosiery girl gets a little over half what 
you pay the average shoe man, yet she sells more 
dollars per year than the shoe man. So there’s likely 
to be as much as 5 per cent difference in direct selling 
costs. Five per cent is a great big item, I’ll tell you! 
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| By 


MURRAY C. FRENCH 


“Yet in spite of these 
facts you are willing to 
turn the whole thing 
over to a girl who may 

or may not have a proper per- 
spective of your hosiery possi- 
bilities; who may or may not 
carry prices in proper relation 
to your shoe prices; who has not the oppor- 
tunity you have to visit other cities and see 
what lines are carried and what methods are 
used in stores similar to yours. 

“Then, still presuming you are like the average shoe 
merchant, you give the hosiery a little corner in the 
window—when there’s nothing else to put there. You 
insert a one-line mention of hosiery in the ad—when 
there’s room. 


m Tuo run an exclusive 
hosiery ad only when the girl kicks for it till you’re 
ashamed of yourself. You let her work out her own 
budget, always expecting the stock to be low and the 
sales high. When the Christmas rush comes and you 
need more help you hire the cheapest girl you can find, 
because you think anybody can sell hosiery. 

“A couple of days before your clearance sale begins 
you tell the girl to get out some crackerjack specials. 
Bing, just like that, instead of giving her ample time 
to prepare her department intelligently for that event! 

“When the hosiery trade journal comes you toss it 
over to her with never a thought that it is full of in- 
formation for the boss, the man whose money is in- 
vested there. Of course, I hope this picture I have 
painted does not apply to this store.” 

Jim Bowman twisted uneasily in his chair and an- 
swered her : “Well, I’ll admit some of these accusations 
are. . . well, er . . . you might say we're a trifle 
guilty . . . thoughtless, you might call it. 

“And I guess the reason is because Charley and I 
always figured our hosiery business never would 





amount to much on account of these department stores 
with theiir quarter and half page hosiery ads every 
few days. We can’t advertise that way nor can we 
offer the values they claim to give.” 

“Ah, ha!” cried Miss Weatherly. “So you’ve got 
adverphobia, have you? Afraid of your competitors’ 
big ads! Run for cover every time they use a lot of 
heavy, black type! That’s adverphobia. 

“The kids’ word is ‘fraidy cat!’ The professors 

call it ‘inferiority complex.’ Even the customers rec- 
ognize it and prefer to trade with the merchant who 
doesn’t lose his nerve every time a competitor says 
boo.” 
. Jim Bowman mopped his brow. “Whew! You 
certainly make things sizzle around here! And the 
deuce of it is I believe you’re right, so I do. Now, just 
how would you say we should go about it to right 
ourselves ?” 

“First, let’s get at exactly what cooperation means,” 
she said. “Cooperation decidedly does not mean 
agreeable inactivity. Cooperation does mean co- 
thinking, co-working, co-helping, co-interest, co- 
planning. 

“To be specific, the hosiery department is entitled 
to your cooperation, not on the basis of sales but of 
profits. Suppose, to be conservative, your hosiery 
profit was one-fourth of your total profit last year. 

“Then the hosiery is entitled to one-fourth of the 
advertising, one-fourth of the window space and one- 
fourth of your time, your interest, your thought and 
your affections. 

“Your hosiery girl may be a splendid buyer. But 
that does not mean she is an expert window trimmer, 
ad writer, merchandiser, accountant, sales manager 
and executive all rolled into one. That’s what you 
imply she is when you simply turn the department 
over to her and then wash your hands of the whole 
affair.” 


MUD GUARDS FOR HOSE 


Here is the newest 
hosiery accessory put om the market, a protective 
stocking made of pure latex rubber, thin, light and 
sheer, to be worn over the stocking in wet weather. 
The protective stocking comes almost to the knee and 
extends down over the instep being cut away at the 
heel and toe. A heel reinforcement, the same as on an 
ordinary stocking prevents excessive wear at the back. 
The new product comes in two sizes, this being suf- 
ficient because of the elasticity of the stocking. A 
suggested retail price of 75 cents a pair returns a good 
profit to the retailer. Rubber pouches in which to 
pack the protective hose are supplied free of charge.— 
Courtesy Latex Rubber Products, Inc., Akron, Ohio. 
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News and Notes of Hosiery 


TOPS AND SUITS 


Litigation and threatened litigation over adjustable 
top stockings continues to stir up the market. Gotham 
already has entered suit against Artcraft for alleged 
infringement of the Buchsbaum patent and in defense 
Artcraft claims that the Gotham “Adjustable” stock- 
ing does not employ the feature covered by the patent. 
Artcraft also is understood to contemplate suit against 
Gotham with a counterclaim for damages for unfair 
competition. In the meantime several types of stock- 
ings with tops that have some feature along the lirie 
of adjustability are on the market or soon will be. 
The fact remains that Gotham first brought out the 
adjustable top in a big way and has spent considerable 
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money in exploiting it. Harrington & Waring are 
putting on the market a weltless stocking with picot 
top which has a natural inclination to roll outward. 
This stocking is intended to be rolled down to the 
proper length. 


aah 


MENDING MADE EASY 


Larkwood has introduced a new idea to make home 
mending of stockings easier. This idea incorporates 
a small piece of knitted material, fastened in the hem 
of each stocking, which can be unraveled and the re- 
sulting thread used for mending. A self-threading 
needle is placed in the rider ticket of each pair. 
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JUNIOR STYLES 


NATURAL 
BRIDGE 
SHOES 


are better this year 
than ever before. Bet- 
ter in two ways. 
Intrinsic Value—that’s 
shoemaking, quality 
materials and styling— 
and Selling Value— 
that’s advertising and 
merchandising support 
for the dealer. 

See the shoes first and 
you'll want to carry 
them. Then look over 
our radio, newspaper, 
mail and display adver- 
tising program, and 
you'll realize you must 
carry them because of 
their profit possibilities. 
A Natural Bridge rep-_ 
resentative will gladly 
explain the entire plan. 
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NATURAL BRIDGE SHOEMAKERS 


“Division of Craddock-Terry Company 


LYNCHBURG 


New England Distributors—Melntosh Co. 
Pacific Coast Branches: CRADDOCK-T 
San Franciseo, 


» Cal. 
New York OMice—Marbridge Bidg. 


Boor aND SHOE RECORDER 
combining THE SHOE RETAILER, A 


Chicago Offee 


, VIRGINIA 
ngaeld, Mass. 

BE ertiand. Ore. 

Republie Bldg. 


ug. 1, 1931 


STYLES 
RETAIL 





TO HELP YOU SELL 
NATURAL BRIDGE 
SHOES 


Radio Programs 
(National and Local) 
Newspaper Ads 
Display Materials 
(counter, window and 
outdoor signs) 


Direct Mail 
Package Inserts 


Radio Contests 
Merchandising 
and 
Advertising 


These Radio Stations will broadcast the 
Natural Bridge Feature Programs 


Cincinnati ....WLW Ch 


New York 
St. Paul 
Pittsbura 


i. Wea 
hiladelphia .. WCAU 
A . WSsB 


‘ M st. Louis 











wi 
Kansas City..WDAF 
Dallas WFAA ¢ 





> 


900 Moorwque 
901 Mode Beige 
902 Prado Brown 
903 New Unirally Bluc 


906 Leaf Bown 
907 Paddock Green 








Shoes of one color or in combination 
only by careful choice of leather. Fancg Willoy 
solution tm this pr 
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AMERICAN HIDE ano LEATHER COMPANY 
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917 Cocoa 
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tion will reflect their true character and lines 
nom Willow Cadf for Fall offers a simple 
this problem. 
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This shoe is 
true to the LAST 


Is the last 
true to the FOOT? 


[ F THE shoe doesn't fit-what good is the style and 
workmanship. Perfect last reproduction distin- 
guishes the well made shoe. The last, however, must 
be RIGHT to start with, in order to obtain a well 
fitting shoe that offers a greater degree of com- 
fort and pleasure to the wearer. The proportions 
that are perfect in the ordinary 4-B last become 
distorted in the larger and smaller sizes. “Hand 
Breaking” has failed to overcome this distortion. 
When you use Coordinated Lasts and Patterns 
If your pattern maker cannot every last and every pattern is a perfect model 
aren you with Spit regardless of the size up or down from the 4-B 
Rae AD. a d mn eno wi model. There is a perfect grade between every 
PY sc oP ES size and width, with the same heel tread and the 
same foe spring in all sizes and widths, through 
the whole size scale. 


COORDINATED LASTS and PATTERNS 





Ee 
UNITED LAST COMPANY «+ BOSTON « MASS. 
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NATIONAL NEWS 





» HOW’S BUSINESS? ¢ 


Production Pick-Up 


RocHESTER, N. Y.—Beyond all ex- 
pectations, the Rochester shoe industry 
hit a boom stride last week that bade 
well to last until the predicted fall 
pickup. 

Factories which only two weeks ago 
were averaging between 60 and 70 per 
cent capacity and some even less, last 
week jumped to an average of 90 per 
cent. The bigger factories started the 
spurt, with the smaller ones following 
almost immediately. The effect of the 
boom was felt throughout the dis- 
trict. 

Fred Wilkins, of the United Shoe 
Machinery Company’s Rochester plant, 
said an advance had been expected but 
not one of such proportion. Factory 
managers generally, he said, were op- 
timistic that there would be no let- 
down through the fall season. Chil- 
dren’s shoes alone still slumped, but 
manufacturers pointed out a spurt can 
be expected as soon as school opens. 

Retailers began buying heavily last 
week. Shelves had been taking only 
spot orders for months. Wholesalers 
began moving stock at a pace they have 
not seen for nearly a year. 

Factories manufacturing cement sole 
shoes announced the product had kept 
up to expectations. The Artisan Shoe 
Company of Rochester began making 
Goodyear welts last week in children’s 
and misses’ lines. 


Chicago Trade Good 


CHICAGO—The retail shoe business in 
the Chicago area during the past week 
showed strong in volume but slightly 
weak in profit—but, at least there was 
a profit. Marked-down sales and other 
specialty sales stunts got the business, 
but with small results on the right side 
of the ledger. 

Reports from manufacturers indicate 





that they are unanimously looking for- 
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ward to much improved conditions dur- 
ing the entire balance of the year. 

Francis X. Daly, head buyer of shoes 
for the Chicago Saks-Fifth Avenue 
shoe departments, is enthusiastic over 
current business. 

“Every month so far in 1931,” he 
says, “has shown an increase over the 
preceding month and over the months 
of last year. We are about 10 per cent 
ahead of last year, so far, with every 
indication that it will continue. In 
fact, I look for an extremely good fall 
business.” 

They are in the midst of their pre- 
inventory sale at the present time and 
Mr. Daly reports that their footwear 
is moving fast. 

Harry Wolock, manager of the Wo- 
lock & Bauer uptown store, says that 
they are already selling a good many 
fall shoes. 

“These fall shoes,” says Mr. Wolock, 
“are mostly Java lizard, snakeskin, 
black suede and a fair number of green 
suedes. 

“I am of the firm opinion,” he went 
on, “that satins and fabrics will be 
strong sellers during the rapidly ap- 
proaching fall season. It has been 
some time since satin was really pop- 
ular, but judging from inquiries I 
have been hearing and hints dropped it 
looks as though satin will soon return.” 

G. W. Lindner, manager of the 
North Side Walk-Over shoe store, re- 
ports that they are “practically sold 
out of strictly summer shoes—and the 
public is still crying for them.” 

“We couldn’t get enough,” he says. 
“And from what I understand, a good 
many of the other stores are in the 
same predicament. We expect to have 
our early fall styles in stock and on 
sale within the next week or two. This 
rather early showing, for us at least, 
has absolutely become necessary be- 
cause of the scarcity of summer type 
shoes.” 

‘He concluded by remarking that 
business has remained steady and that 
his firm expects the fall business to be 
very good, particularly later in the 
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EVERY WEEK 





season when the thousands of late va- 
cationists have returned and settled 
down to business. 


Increases Factory Space 


PHILADELPHIA—The Standard Shoe 
Co., Inc., has moved from 320 Cherry 
Street and has signed a long term lease 
for the entire second floor of the build- 
ing at 1725 North Sixth Street, con- 
taining approximately 6000 square feet. 

While some work is being carried on 
at this new address, all alterations are 
not yet complete, and, according to A. 
Barbakoff, buyer, they will not be able 
to swing into full production until well 
into August. Mr. Barbakoff also added 
that facilities at the new premises will 
enable them to handle a 150 per cent 
greater output than before. 


Lynchburg Takes on Workers 


RICHMOND, VA.—Due to an increase 
in production too great to be met by 
the local labor supply, the Craddock- 
Terry Company, shoe manufacturers, 
at Lynchburg, Va., has been compelled 
to send out of town for operatives. 

Under an arrangement started Mon- 
day, fifty women are to be transported 
daily by bus from Altavista, Va., to 
the shoe factory and similar arrange- 
ments may be made in other towns. 
Approximately 200 operatives have 
been added in the last month in one 
department and 100 more are to be 
employed. 

Several of the factories are running 
overtime. 


Philadelphia Factories Increasing 


PHILADELPHIA—Shoe manufacturers 
in the Philadelphia district are slowly 
but surely speeding production. 

Herman Meyer of Croxton, Wood 
Co., indicates that although their plant 
is not extremely busy at present, they 
will be in heavy production shortly 
after August 1. 

“It will be after that date that most 
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MEN’S FINE 

SHOES 


Brockton, Mass. 

















AST WEYMOUTH, MASS.U 








tn Stockh Service 
F, M. HOYT SHOE CORP. 


28 STVLES 
RETAIL 


eosmes ite, Manchester: NH. 








N. Y.—915-917 Marbridge Bldg. ——— Zz 
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of the buying will be done,” said Mr. 
Meyer. “We have always been optim- 
istic, and find the best thing to do in 
any circumstance is to face the situa- 
tion squarely and keep plugging away. 

“I believe suede will: predominate 


’ this fall, and I expect black suede to 


outsell brown. Black kid and patent 
leather will also be good.” 

‘George White, Jr., of Richard White 
& Co., Inc., reports business about the 
same as the last few months. 

“Right at the moment, buying is 
somewhat slow,” said Mr. White. 
“However, we have a new snappy fall 
line and our salesmen are out on the 
road putting their best efforts into the 
work, so we are looking for the best.” 


» ABOUT PEOPLE ¢ 


N. C. Evans Tours Mid-West 


CHICAGO—N. C. Evans, managing di- 
rector of the Natural Bridge Shoe- 
makers of Lynchburg, Va., is spending 
several days in Chicago while making 
a tour of the Middle West. , 

Mr. Evans states that the “Natural 
Bridge” business is far ahead of 1930 
and that the fall business is surpris- 
ingly heavy. 

“Natural Bridge” shoes will be back 
on the air September 1 with a decid- 
edly new program featuring “Nat and 
Bridget, the Natural Bridge pair.” 

Ernest Burrill, merchandising exec- 
utor of Proctor & Collier Co., Natural 
Bridge advertising counsel, has also 
been making a tour of the East calling 
on Natural Bridge dealers. 


York Shoe Men Stage Outing 


York, Pa.—Shoe retailers in York, 
Pa., members of the York Shoe Retail- 
ers’ Association, forgot their business 
cares on July 23 to treat their em- 
ployees and friends to a first class out- 
ing at Conewago Inn, about eight miles 
from the city. Forty-eight attended, 
including Cal Mench, secretary of the 
Middle Atlantic Shoe Retailers’ Asso- 
ciation, and Ray Morrisey, representa- 
tive of the National Shoe Retailers 
Insurance Company. Mr. Mench and 
Mr. Morrisey acted as judges in the 
numerous field and water events and 
umpired the two baseball games which 
featured the day’s events. 

The baseball game between the Pes- 
simists, captained by Mose Leibowitz, 
a former president of the association, 
and the Optimists, captained by 
Charles Martin, seemed to indicate a 
continuation of the depression, as the 
Pessimists doubled the score on their 
opponents to win by a 10 to 5 count. 
While there were numerous errors in 
the game, it was nevertheless hotly 
contested, and the home run by the 
captain of the Optimists was the 
longest hit seen on the field this season. 

Following a sumptuous dinner at the 
Inn there was a mush ball game, 
usually a bit less strenuous than base- 
ball, but which in this case proved so 
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lively. it left the players: hardly able 
to stand. The game went 15 innings 
before Charles Martin’s Rubber Heels 
defeated Mose Leibowitz’s Leather In- 
soles by a 25 to 24 score. 

Prizes in the contests were won as 
follows: Circling the bases, first, Jack 
Freedman; second, George Smith; 
Fungo hitting, first, Jacob Reineberg; 
second, Cletus Reineberg, Jr.; baseball 
throw, first, Michael Britcher; second, 
Edward Reineberg, Jr.; baseball hit- 
ting, first, Louis Leibowitz; second, 
John Huber; target shooting, first, 
Dudley Kramer; second, Paul Kitz- 
miller; 50-yard swim, first, Charles 
Martin; second, David Lewis; fancy 
diving, won by Jack Freedman; sec- 
ond, Roy Kilgore. 


Charles A. Schuman Dead 


RoOcHESTER, N. Y.—Funeral services 
for Charles A. Schuman, head and 
founder of the Schuman Shoe Com- 
pany, retail firm, were held last week 
in Central Presbyterian Church. 

Mr. Schuman, who has been in the 
shoe business most of his life, has been 
associated with the trade in Rochester 
for nearly 40 years, shortly after he 
came here from Addison, N. Y., his 
birthplace. He opened his present 
business in 1915. 

Mr. Schuman was 73 years old. He 
is survived by his widow, Mrs. Car- 
rie L. Schuman; two daughters, Mrs. 
Robert Reed and Mrs. Elizabeth Still- 
well; a son, William H. Schuman of 
Atlanta, Ga.; a brother, R. W. Schv- 
man of Ithaca, N. Y., and a grandson. 


48 Years in Shoe Business 


Moss, ALA—E. H. Britton, who 
has been in the shoe business in Mo- 
bile continuously for 48 years, has re- 
cently returned from a successful fish- 
ing trip. Though well up in the 70s, Mr. 
Britton is still active in the business, 
and enjoys his favorite sport of fishing 
next to selling shoes. 

In his 48 years in the retail business, 
Mr. Britton has never had a fire, a fail- 
ure or a compromise. On June 9, 1883, 
the firm of R. F. Mims & Co. was suc- 
ceeded by Mims & Britton. Two years 
later the style was changed to Britton 
& Agee. Four years later it was 
changed again to E. H. Britton & Co., 
and so it stands today. 


Fairfield with Walker-Thall 


“Hal” Fairfield, who was with the 
A. Ek. Nettleton Company for some 
years but who more recently repre- 
sented the C. H. Alden Company, is 
now the sales representative of Wal- 
ker-Thall, Inc., Stoughton, Mass., man- 
ufacturers of men’s shoes. He is to 
cover the larger points from New 
York west and will be in his territory 
soon. 


CORRECTION! 


In the issue of July 18th of the Boot & Shoe 
Recorder, page 20, carried a model stock plan 
for early promotion. The fifth example under 
the caption “active sports” should have read 





“casual wear.” 
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The constant demand 






for shoes that enter 
the spirit of sport, 
makes a new footwear 











demand for young 












women ° e ° ° 





le Wm. B. Johnson Shoe Com- 





f pany presents a complete line for buyers who have 
‘ Or an exacting clientele. Pleasing blending—harmony 
in contrasting effects—staunch construction— 





iL) WU b WU Wm VW smooth fitting, with especial attention to snugness 


around ankles—in short a line that breathes the 
spirit of vibrant youth. It will win the enthusias- 
tic patronage of college girls—and thosé mothers 
who prefer lower heels. Salesmen are now in the 
field. The line is moderately priced—carried in 
stock. Send for catalog. 
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WHERE TO BUY 


Women’s Shoes 
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CUSHION SHOES 


FOR WOMEN 
THE JOHN =e SHOE CO., INC. 
IN Buffalo, N. Y. STOCK 














HAND TURN PUMPS 
PATENT OR CALF 
19/8 HEEL 
AA TO C, 2% TO 8, $4.25 
In Stock 
ROTH SHOE CO. 
Manufacturers 
52 N. Fourth St. 
Philadelphia 
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WHERE TO BUY 
Spats 
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BOND STREET 


pBest known, most de- 

manded line. Styled in 

England and made in a 

full range of sizes and 

correct colors. Backed by 

powerful radio advertising 

over a National Broad- 

casting Company network 

Pre on ported by_ strong 

erchendising helps, at- 

tractive packages, etc. Immediate delivery from stock. 
Write for samples. 

THE WILLIAMS, ure. COMPANY 
Portsmouth, » U. S.A. 


POV CCCOC TS 
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WHERE TO BUY 
Ballet Slippers & Sandals 
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DANCING FOOTWEAR 
That Brings 
All Year Round Sales 


If you have not “stocked” Capezio 
Dancing Footwear you are missing 
a dependable source of profits and 
prestige. 

Write for our exclusive Franchise 
that will make money for you. 


t. 
Main Office & Factory 














Speaks on Manufacturing 


MILWAUKEE—J. C. Johnson, sales 
manager of the Nunn, Bush and 
Weldon Shoe Company, gave an inter- 
esting talk on “The Romance of Shoe 
Manufacturing,” on July 15, at the Co- 
operative Club meeting held at the 
Milwaukee Yacht Club. Mr. Johnson’s 
subject was well received by the large 
gathering. 


Geuting Optimistic 

PHILADELPHIA—A. H. Geuting presi- 
dent of the National Shoe Retailers 
Association, in a statement to the press 
this week, said that the shoe trade of 
the country “has definitely turned the 
corner.” He added the shoe industry 
is the first major industry to show 
definite improvement as a result of the 
debt holidays. 


Installs Shoe Department 


UNIONTOWN, Pa.—L. J. Sauers has 
installed a shoe department in his new 
men’s store at 11 West Main Street. 
Smith Smart Shoes are handled. Mr. 
Sauers prior to opening his new store 
was located at 68 West Main Street for 
the past three years. 


Slepyan Opens Store 


POUGHKEEPSIE, N. Y.—B. Slepyan, 
for many years associated with the 
Paris Shoe Shop, has opened a retail 
shoe store at 293 Main Street. 


Boyd Buys Out Steinberg 


MILLERSBURG, OHIO—Harry O. Boyd 
of Wooster, Ohio, has purchased the 
Economy Shoe Store here, which was 
operated by A. D. Steinberg. The 
former owner gave ill health as the 
reason for disposing of his business. 


Heinemann to Open Store 


NEw ORLEANS, July 21—B. N. Hein- 
emann, with his two sons, is making 
arrangements to establish a retail shoe 
business, location of which has not yet 
been determined. Mr. Heinemann will 
specialize in branded lines. 


>» TRADE DOINGS 4 





Paterson Prosperity Week 


PATERSON, N. J.—Stenchever’s, of 96 
Main Street, are celebrating their 
forty-sixth anniversary by featuring 
unusual prices on shoes. During the 
week of July 11 they participated in 
Paterson Prosperity Week, which was 
a cooperative sale of 140 merchants in 
Paterson, where they placed goods on 
the market at as low a price as pos- 
sible in an endeavor to stimulate sales. 
While the sale was declared a success, 
the merchants, or at least a part of 
them, were a little disappointed that it 
had not gone over in a bigger way. 
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The people appeared reluctant to spend 
their money. 

At the moment, demand is for sum- 
mer shoes at prices running from $5 
to $10 in sandals, cloths, black and 
white, brown and white buckskins, 
white kid operas and blondes for dress 
and numerous sports styles. In chil- 
dren’s footwear, demand is noted for 
those selling at about $3, rather than 
higher priced lines, with sandals and 
moccasins featured for both boys and 
girls. 


To Re-Vamp Malone Store 


MALONE, N. Y.—George C. Dumani, 
proprietor of the Dumani Shoe Store 
here, recently announced that he will 
completely remodel the front of his 
East Main Street establishment. The 
contract has been let and the work will 
be completed in about three weeks. 

The latest design in store fronts, 
providing ample space for display, will 
be installed. The windows will be 
deepened to eleven feet and there will 
be a new arrangement for the lobby, 
the present steps being eliminated and 
the entrance floor ramped. 

Modernistic design with chromium 
nickel metal trim and plate glass will 
characterize the design of the new 
front. 


Army Shoe Bids Opened 


PHILADELPHIA.—At the Philadelphia 
Depot Quartermaster’s office Monday 
of last week bids for supplying 53,676 
pairs of service shoes and 163,028 pairs 
of garrison shoes were opened. 

Service shoe bidders and prices were 
as follows: Brown Shoe Co., St. Louis, 
Mo., 53,676 pairs at $2.45; Joseph M. 
Herman Shoe Co., Millis, Mass., 53,676 
pairs at $2.49; A. H. Weinbrenner 
Shoe Co., Milwaukee, Wis., 53,676 pairs 
at $2.73; International Shoe Co., St. 
Louis, Mo., 53,676 pairs at $2.74; 
Chippewa Shoe Mfg. Co., Chippewa 
Falls, Wis., 14,226 pairs at $3.37. 

Garrison shoe bidders were Joseph 
M. Herman Shoe Co., Millis, Mass., 
163,028 pairs at $3.23 less % of 1 per 
cent; Brown Shoe Co., St. Louis, Mo., 
50,000 pairs at $3.31; Chippewa Shoe 
Mfg. Co., Chippewa Falls, Wis., 8988 
pairs at $3.43; International Shoe Co., 
27,000 pairs each at $3.44 and 1 cent 
up on each 27,000 pairs to $3.48 and 
the remainder at $3.49; R. P. Hazzard 
Shoe Co., Augusta, Me., 85,000 pairs 
at $3.63 less % of 1 per cent. 


Trees, 342 to 1 


Kansas City, Mo.—A sale of a pair 
of shoe trees to every three and one- 
half pairs of shoes sold is the record 
made by the French, Shriner & Urner 
shoe store here. 

J. J. Schroeder states that May, 1931, 
showed an increase both in the amount 
of sales and number of shoes sold over 
May, 1930, in the local store. 

The F., S. & U. annual sale is start- 
ing off good—a month ahead of the 
usually scheduled time. 
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Smartly Patterned Boots 
with Popular Price Appeal 


Aristocrats 


In Stock 


O’Donnell Aristocrats are carried on the 
floor, field as well as riding boots, in six- 
teen different numbers including Black 
and Tan Calf, Kip and Elk, for men women 
and children. They are quality made— 
have the smart “tipped forward” effect of 
the best English riding Boots—and best 
of all are popularly priced to meet the de- 
mand of the vast army of equestrian 
devotees. 
See boot No. 140 Men’s Tan Kip, il- 
* lustrated here, in our new ARISTO- 
CRAT catalog, showing our com- 
plete line. It will be gladly sent 
upon request. 
Aristocrats are also 
stocked in our western 
branches: Los Angeles, 
912 South Main Street. 
Portland, Ore., 342 Mor- 
rison Street near Broad- 
way. 


O’DONNELL SHOE CO. 
515 Sibley St. St. Paul, Minn. 


THE TOUCH OF INDIVIDUALITY 
PATRONS APPRECIATE 


Now — beautiful, expressive American Seat- 
ing Company fitting chairs add to the dis- 
tinctiveness of your shop environment—give 
ita charm and individuality that better pa- 
trons appreciate. Our free booklet, ‘’New 
Styles in Shop Seating,’ shows you how seat- 
ing helps sell more shoes. Please send for it. 


American Seating Company 


and Public Auditoriums 
GeneralOffices: Grand Rapids, Mich. 


@ Makers of Fine Seating for Schools, Churches 
BRANCHES IN ALL PRINCIPAL CITIES 


Sage geGieagt ngs By 


Sf PR 


Settee 9513—New in design— 
in appeal, Smart, comfortable, 
economical 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 
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"92.00 10 
$3.25. 


THIRTY LINES A) 
IN STOCK / ¥ 


No. 1437—Tan 
Kid Everett 
$2.35 


No. = 
Kid Opera 
ess 


Oe 


B. EVANS’ SON CO., Wakefield, Mass. 


o 


ock 
. Beet ang ig tose. 


Sizes 3 to 8 
Style 814—Wos. 1 
Kid Turns...$1.00 
Style 805—Wos. Blk. 
= © urns ... 1.25 
One and 2-strap 
Slippers In Stock 

—.. INC. 














[IN STOCK 


FOR IMMEDIATE DELIVERY 
Sizes 2%-8 
| ed advantage of i 
ity line 


ereceainely low —— in 
sually 


Write for 
sample pairs 


The Norrid 


igewock Shoe Co., Inc. 
es NORRIDGEWOCK, 


MAIN F emcee’ 











W. 8S. CHASE & SONS 
HAVERHILL, MASS. 


FINE SLIPPERS 
MEN and BOYS 


HANDTURNED 
$2.00 to $2.85 
Boston Office: 501 Statler Bldg. 
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WHERE TO BUY 
Shoe Forms 
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TJatry SOrms 
for Shoes and Hosiery 


made of white, 
transparent or colored 


ne FAIRYLITE 
Giakiiens On. tne. Auburn, N. ¥- 
ee 





FOR STRETCHING VAMPS 


A new contrivance for 
stretching shoe vamps, 
shown in the acecompany- 
ing photograph, has just 
been put on the market. 
The essential working 
parts of the new stretcher 
consist of one large and 
two small rollers, between 
which the vamp or throat 
of the shoe is _ placed. 
Pressure is applied and 
the rollers _ rotated _ by 
means of a crank, thus 
giving a gentle rolling 
pressure which stretches 
the leather much as a 
rolling pin stretches a 
piece of dough. The ma- 
chine also may be used 
for rolling down rough 
counters. It is claimed 
that-the-machine will 1n0t 
break the vamp binding 
in use. 








May Act on Schools 


INDIANAPOLIS—Action against four 
correspondence schools to stop further 
advertising of the correspondence 
course graduates as “foot experts” in 
violation of podiatry and medical laws 
of the State is contemplated by the 
State podiatry board, it was announced 
following a meeting of the board Tues- 
day, July 14. 

Advertisements of the companies and 
schools were inspected by the board as 
another step in the campaign which has 
been carried on in an effort to prevent 
misleading of the public, according to 
Dr. Dan R. Tucker, Indianapolis, presi- 
dent of the board. 


Larger Mail Parcels 


A decision of much interest to the 
mailing public was rendered recently 
by the Interstate Commerce Commis- 
sion at the request of Postmaster Gen- 
eral Walter F. Brown, who asked that 
the size limit of parcel post be in- 
creased to one hundred (100) inches, 
length and girth combined, and the 
weight limit be increased to seventy 
(70) pounds for all zones. The request 
was granted, effective Aug. 1, 1931. 

Director of Parcel Post J. C. Harra- 
man, in Chicago during the week, says 
that this decision will greatly expand 
the usefulness of parcel post, for it 
will admit many additional articles to 
the mails which heretofore have been 
too large or too heavy to be carried by 
parcel post. 


Changes Name 


RICHMOND, VaA.—A __ supplemental 
certificate of incorporation of the 
Stoler Leather Company, Inc., cf Nor- 
folk, Va., changes its name tc Stand- 
ard Leather Company, Inc. _S. Stoler, 
of Baltimore, Md., is president. 
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Fall Styles 


SAN FRANCISCcO— Fall styles are 
blossoming out in_ shoe _ displays 
throughout the city. Commenting on 
the coming season, Max Sommer, Jr., 
of Sommer & Kaufmann, San Fran- 
cisco, says: “The big thing for the 
fall will, of course, be suedes, in light 
brown and greens. We expect a fairly 
big feptile season, especially on alli- 
gator and black and brown Calcutta 
lizards. Black and brown kid and 
patent leather are going to continue 
good. There is a jauntiness in the 
newer dress shoes corresponding some- 
what to the jauntiness of the new 
Derby hat—as the hat. derives its jaun- 
tiness from the fact that instead of 
being bisymmetrical it is asymmetrical, 
so with the design of the newer shoes. 
In evening slippers, I expect the 
Grecian and Algerian sandals to be 
leading numbers; also a great many 
novelty whites.” 


Eliminate Outing b. 


PITTSBURGH—Pittsburgh’s retail shoe 
dealers will not hold their annual out- 
ing this year, but plans are being 
made for a big “pep” banquet after the 
summer vacation season. This was de- 
cided at a special meeting of the direc- 
tors of the Pittsburgh Shoe Retailers’ 
Association. George L. Ludebuehl, sec- 
retary of the association, announces 
that a picnic now would entail expense 
to the treasury which the directors 
deem unwise at this time. H. W. Rit- 
ter, president, was in charge of the 
meeting. 


Discontinues 


SoutH NoRWALK, CoNN.—The Walk- 
Over Shoe store, 6 South Main Street, 
has discontinued business. 
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LASTING AND SOLE ATTACHING 
ss GEMENTED SOLE SHOES ~ 


HAND METHOD 
LASTING MACHINE 
Moobet L 


WE SUPPLY EQUIPMENT FOR 
LASTING BY EITHER METHOD 
AS CUSTOMERS PREFER 


GAC STAPLE 
SIDE LASTING 
MACHINE 
Mooet C 


THE SOLE ATTACHING MACHINE 
IS DESIGNED TO FOLLOW EITHER 
METHOD OF LASTING 


UNITED SHOE MACHINERY CORPORATION 
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WHERE TO BUY 
Fine Sport Shoes 
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“SPORTSTER” 


Official Girl Scout Shoes 
204 Sizes and Widths In-Stock 
A. SANDLER 
184 Lincoln St. 

Boston, Mass. Est. 1889 











SAN LINE SPORTIEST OF 
SPORT SHOES 


“A Mile Away You Know Them” ee 


Sun Chasers : 





GOLF SHOES 
. C40—All sizes in stock 
for immediate delivery. 
Write 


or 
ATHCO Ath- 
Shoes. 


Athletic Shoe Co. 
914N. MarshfieldAve. 
Chicago, It. 








To Improve Relationship 


New HAVEN, CONN.—Sidney Stokes, 
manager of the Walk-Over Shoe Shop, 
930 Chapel Street, is leading a move- 
ment to improve customer and store 
relationship in regard to adjustment of 
purchases and return of goods. Mr. 
Stokes is president of the retail divi- 
sion of the New Haven Chamber of 
Commerce, and in that capacity has 
named a committee to study the return 
situation. 


Waverly Moves 


BrRooOKLYN—The Waverly Trimming 
Company, specialists in piping, strip- 
ping, beading and brocades, has moved 
from 357 Jay Street, to new and larger 
quarters at 351 Jay Stret. In the new 
location the company will have in- 
creased facilities for taking care of 
rapidly expanding business. 





Remodeling Store 

MERIDEN, CONN.—The shoe store of 
Samuel Zucker at East Main and Pratt 
streets is being completely remodeled. 
New and larger display windows are 


Bandits Return 


Cuicaco—Three weeks ago two well- 
dressed young bandits walked into the 
Loop store of the Regal Shoe company, 
held the manager up, forced him to 
open the safe, from which they took 
$250, and then added insult to injury 
by tying him up with his own stock in 
trade—shoestrings. 

The other day, the two young ban- 
dits again walked into the store with- 
out attracting the attention of passing 
crowds, staged their second robbery 
and escaped with $55. And again they 
bound G. W. Doak, the manager, and 
Archie Motley, the porter, with shoe- 
strings. 

Mr. Doak now swears that in the 
future his customers are going shoe- 
stringless. Twice is too much in one 
short month. 





Newark Shoe Outing 


BALTIMORE, MD., July 20—The New- 
ark Shoe Company held its annual out- 
ing. at Bay Shore Park, near Balti- 
more, on July 18. The event, which 
was in charge of a committee headed 
by H. Gardner, was attended by sev- 
eral hundred persons, including the 


employees in Baltimore and other 
nearby places, their families and 
friends. An excellent program of 


sporting events was staged. 





How to Plan 
[CONTINUED FROM PAGE 15] 


see they do not agree with the classifi- 
cations you have been keeping. Change 
the chart, if you like, to match yours. 

For instance, a small store will have 
all salaries in one account, not three. 
All right, use only one line for the sal- 
ary expense. 

All the other classifications are self- 
explanatory except the one called 
“Fixed Group.” This in intended to in- 
clude taxes, insurance, interest, fixture 
depreciation, telephone, and inward 
freight and express, unless this last 
item is included in the cost of goods. 

These are important expenses and 
should be kept in separate accounts in 
your bookeeping system. But they are 
grouped here because they cannot be 
“controlled” from month to month. 
They are “fixed” more by the mer- 
chant’s general policy than by any de- 
cisions he may make from day to day. 
Rent is a similar item but is too big to 
be denied a separate line. 

All the other expenses listed can be 
budgeted intelligently from month to 
month. They can be and should be 
“controlled” daily by constant, diligent 
vigilance. 

Salaries and advertising offer the 
greatest opportunity for results from 
budgeting. Yet in both these lines the 
best results are not always obtained 
by the simple process of cutting down. 
Rather is profitable operation the re- 
sult of handling these expenses so 
there is no waste—so that every dollar 
spent brings back more than a dollar 





being installed and interior alterations 
made. 





in return. 








‘these two expenses are the ones to 
tackle first. Then as the months go by 
gradually fill in the “Plan” column on 
the other classifications also. Whether 
you fill in all the separate items or not, 
be sure to “plan” the “Total Expense” 
for every month ahead of time. 

Use your best judgment to see that 
this total bears some kind of sensible 
relation to the fluctuations of your 
“Planned Sales” in Column 1. When 
you reduce your total expense look up 
and down the list for specific places to 
effect that reduction. You'll find them. 

Naturally your “Planned Expense” 
must be low enough so you can make a 
profit on your “Planned Sales.” Then 
if your “Actual Sales” prove to be low- 
er you will have to replan your expense. 
That’s only good business. 

Go at it gradually. Give it serious 
thought and you’ll wonder how you 
ever got along in the haphazard way 
you did before you used the Business 
Planning Chart. 

To save room on your detailed ex- 
pense plans drop the cents, using the 
nearest whole dollar. Use both dollars 
and cents on the actual amounts. Fill 
in the “actual” figures on all items at 
the end of the month. They will be a 
splendid help for the following year. 

In the last column to the right com- 
pute the expense percentage for the 
year on each classification. In all cases 
divide the item in question by the total 
retail sales for the year. These per- 
centages should:then be compared with 
the recognized averages for the trade 
as a whole. 


MERCHANDISE RECEIPTS AND STOCK 


Many would prefer to take up this 
problem of purchases and stock before 
delving into expenses. That is perfect- 
ly all right, but go slowly. Do only one 
thing at a time. 

Column 15, planned receipts, is really 
your purchase budget. Planning a 
budget is usually done on a six months 
basis and has the following steps: 

First, estimate your retail sales 
(Column 1) for the period, then change 
that amount to a cost basis by deduct- 
ing your usual mark up, as found in 
Column 8. This figure will be the 
amount of merchandise you can receive 
during the same period if you want to 
keep your stock the same size. 

Second, divide those total purchases 
up into months and fill in Column 15. 
Just how to plan those monthly receipts 
is a problem. If, for various reasons, 
you can buy from hand to mouth, the 
purchases each month may be planned 
at about the same amount as the cost 
sales (Column 4) of the following 
month. 

But most businesses have a seasonal 
aspect, and all merchandise of that na- 
ture should be stocked more heavily at 
the beginning of the season and allowed 
to run down toward the end of the sea- 
son. The monthly budget will help you 
keep the right amount coming in at the 
right time, not too much, not too little. 

The illustration above shows how a 
seasonal stock might be planned. It 
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of the famous swimming pool. 


ELTON 


at 4Q* and Lexington NEW YORK 


Has all the comforts 
of a private club. 


The most enjoyable 
hotel atmosphere 
inNew York. - 
a 





aL 
LAWRENCE LEATHERS 


A C.LAWRENCE LEATHER Co. 


BOSTON: PEABODY: NEW YORK: CHICAGO «ST LOUIS 
CINCINNATI: PHILADELPHIA~ GLOVERSVILLE 


New Edition 
Shoe and Leather Lexicon 


We are ready to take orders for at once delivery 
of the mew and revised Shoe and Leather Lexicon. 
This handy book of the trade is in its sixth edi- 
tion, over 100,000 copies now in use. Price 30 
eee, 


Boot and Shoe Recorder 
239 West 39th St. New York, N. Y. 
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Tell your 
Custumers.... 


PEE- CHEE 


keeps WHITE 
VZAmUlahe 


OQ» Dame Fashion has no regard for hard times. 
Last year’s styles won’t do this season. This 
summer she insists on WHITE, and everywhere 
we see all white costumes, colored costumes with 
white accessories—white shoes, white leather 
bags, white leather belts. And they all mean 
MORE PROFIT FOR YOU, because they all 
need PEE-CHEE WHITE to keep them 


immaculate. 


That’s how Old Dame Fashion offers 
you more profit in spite of hard times 
— if you’re one of the wise merchants 

who stocks plenty of PEE-CHEE 
‘WHITE. 


Other Pee-Chee profit providers are 
Neutral Creme for black and colored 

* kid, and Kid Glaze for white kid 
and calf. 


Order from your jobber. 


The Pee-Chee Cleaner Manufac- 
turing Co., Cleveland, O. 


CpEE CHES) 
a 


ACTUALLY REMOVES 
DIRT AND GREASE. 
SOFTENS AND PRE- 


CANVAS. DOES NOT 
MAT THE NAP ON 
AND SUEDE. 


Oy Gitzs 


WHITE SHOE CLEANER 


hid Glaze.... Neutral Creme 



































WHERE TO BUY 


ren’s Footwear 





PATENTED 


ROBA» 
SHOES 


Finest Quality Children’s Shoes 
Manufactured continuously since 1892 
by 


SHAFT-PIERCE SHOE CO. 
FARIBAULT, MINN. 








Children’s Fine » Goodyear Welt Shoes 


THE GILBERT. a a co. 
THIENSVILLE, 














gnarl IDEAL BABY 
SHOE CO. 


Soft Soles — Inter- 
mediates. Hard 
Soles — infancy to 
four years! 


Danvers, Mass. 

























7 


WAN FOOTWEAR 
IN STOCK 
— > psi! repeat business 


Free Sty « Bookie: on Request 
18 Main St, WILTON, MAINE | 












46 H.BASS & CO 











How to Plan 
[CONTINUED FROM PAGE 54] 


provides for greater receipts during 
February and March than the sales will 
be (remember the sales must be figured 
at cost). Consequently at the end of 
the season the receipts will be planned 
lower than the sales to even up. 

If, on the other hand, your stock 
needs reduction, estimate how much re- 
duction you think you can make during 
this budget period, and deduct that 
amount from your total planned re- 
ceipts for the period before separating 
them into monthly quotas. 

And if your sales in Column 3 fall 
below your estimates you must revise 
your purchase plans accordingly. 

Columns 17 and 18 show how well 
you have lived up to your plans. It is 
presumed you already have a purchase 








IN THE MID-WEST 


Monett, Inc., one of the fine shoe stores in Columbus, Ohio, recently moved from 
3 East State Street to 120 South High Street, in the Buckeye capital city. Above is 
a picture of the new store front, which, obviously, is one of the smartest in the 
Middle West. 































journal which records monthly mer- 
chandise receipts separate from pur- 
chases of supplies, etc. Column 17 
shows these monthly receipts and 
Column 18 adds them up from month to 
month. 

Column 19 shows the amount of stock 
there will be on hand if sales and re- 
ceipts work out as planned (starting 
here with $25,000 stock Jan. 1). 
Column 20 shows how it did work out 
with the actual sales and receipts. This 
column is your perpetual inventory. 
Column 21, your turnover for the 
month, is a real lighthouse. Whenever 
the stock gets out of proportion to the 
sales, the turnover flashes lower than 
it ought to be. Right then you must 
scheme how to lower your stock or in- 
crease the sales till the turnover sig- 
nal flashes safety again. 


A PLEASURE 


There is a fascination about Business 
Planning because it brings results, Get 









one section thoroughly understood and 
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working smoothly before starting an- 
other. The average merchant has many 
duties and cannot be expected to get 
the whole chart functioning in less 
than six months to a year. 

Then it becomes a real pleasure and 
its value to you increases as time goes 
on. 

If your fiscal year does not begin 
Jan. 1, change the months to suit your- 
self, 

Here is a good plan to make the chart 
shout its signals. Use green ink for all 
plans. Use black ink for all actual 
figures, but use red ink on these actual 
figures wherever they show danger. 
For instance: When sales fall below 
plans, when expenses or purchases ex- 
ceed plans, when expense percentage 
exceeds mark-up percentage, when 
turnover falls below normal. 

Thus you see Business Planning 
helps you to do two important things: 


‘Plan Your Work and Work Your 


Plan. 
Go to it—and success to you 


D SHOE RECORD! 
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The O 





ry 


AOTEL 


BELVEDERE 


48th St.—Just West of B’way, New York 


Within easy “ie distance of important business centers and 
Ideal transit facilities. 


450 BATHS 


Every room has 2 large windows, serving pantry and spacious 


theatres. 


450 OUTSIDE ROOMS 


$3.00 to $4.00 single per day 
$5.00 to $6.00 double 
Special weekly or monthly rates. 


Write or wire reservations to 
J. C. REYNOLDS, Managing Director 


in the Times rs District of New York 








I naa a eS I OS st 


SS a 











J (, Prevails at 


is no 
rooms with tub and shower... 


Reom, free for your car.. 





BOSTON’S Renowned Hospitality 


Here you will find that far famed Boston spirit of cordiality. 
There end to conveniences at The Kenmore ... 400 
Coffee Reom, Empire Dining 

parking - and even a_ cheery 
Morning” with the paper left at your door when you wake. 


Let us send you a Booklet “Historical Boston” 


Cnmore pT 


COMMONWEALTH. AVENUE 
AT KENMORE STATION 














OBITUARY 


J. Leroy Langland 

CHIcAGO—A great number of shoe 
men and chiropodists will learn with 
deep regret of the death of J. Leroy 
Langland, secretary of Illinois College 
of Chiropody, from a complication of 
diseases at St. Lukes Hospital, Chi- 
cago, on Saturday, July 18, after an 
illness of two months. 

Mr. Langland was born in Milwau- 
kee, Wis., 49 years ago. He attended 
the public elementary and high schools 
of that city until his eighteenth birth- 
day, when he became a cub reporter on 
the Milwaukee Sentinel. During his 
cub days he acquired knowledge of the 
newspaper business, serving in various 
capacities on the staffs of several Wis- 
consin newspapers. Numbered among 
his friends was Victor Berger, and 
many of the great Socialist leaders of 
Wisconsin. 

In 1919 Mr. Langland came to Chi- 
cago as night editor for the Associated 
Press. He was induced to leave that 
position for a place on the advertising 
staff of Marshall Field & Co. Resign- 
ing from Field’s, he entered the service 
of Dr. Wm. M. Scholl, international 
authority on care of the feet. He be- 
came interested in the profession of 
chiropody, and later was made editor 
of the Chiropody Record, the largest 
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publication of its kind in the world. 
He maintained his interest in this work 
and served as editor until his untimely 
death. 

In 1928 he was elected secretary of 
the Illinois College of Chiropody and 
Foot Surgery in Chicago. His expe- 
rience in the editorial field of the pro- 
fession fitted him splendidly for his 
new undertaking. Associated with a 
close personal friend, Dean William 
Stickel, he held an important place in 
the huge expansion program instituted 
by the college. Unfortunately, he did 
not survive to see the beginning of an- 
other new college building, for which 
he had labored, arduously. His loss is 
greatly mourned by all members of the 
various chiropody organizations. Thou- 
sands of friends held him in high re- 
gard for his honest and fearless man- 
ner in presenting the views of the pro- 
fession. 

He is survived by a wife, Maria, and 
son, Jack, who reside at 7218 Yates Ave- 
nue, Chicago. Funeral services were 
held in Milwaukee; interment taking 
place in that city. Representatives of 
every chiropody organization in the 
United States participated. The pall- 
bearers were selected from among his 
colleagues from the Illinois College 
and from among his fraternity broth- 
ers of Alpha Gamma Kappa. 


Thomas Jefferson McCreery 


KANSAS CiTy, Mo.—Thomas Jeffer- 
son McCreery, veteran shoe man here, 
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SHOES =: 


MEN... BOYS 
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SEASONAL OPENING 
SHOE DISPLAY WEEK 
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AND Sin (Ol ane O. 


MICHIGA 


died July 15 at his home, 421 South 
Hardesty Avenue, at the age of 91. 

Mr. McCreery came to Kansas City 
in 1866 from Beaver, Pa., and entered 
the wholesale shoe business. He re- 
tired in 1901. 

Surviving are a daughter, Mrs. 
Willis Yancy, and a son, L. R. Mc- 
Creery, both of the home, and a sister, 
Mrs. James A. Powers, St. Louis. 


Morris Levine 


Kansas City, Mo. — Morris Levine, 
formerly manager of a Milen’s Shoe 
Store here, was killed July 19 when 
his automobile was struck by a truck 
on U. S. 71 near Butler, Mo. 


Fred T. Nugent Dies 


New HAvEN, CONN.—Fred T. Nu- 
gent, manager of the Arch Aid Shop 
here, passed away July 23, 1931, at the 
Hospital of St. Raphael of New Haven. 
He was 34 years of age and leaves a 
wife and two sons. He was well known 
in New Haven as well as in Hartford. 


Henry C. Brandel 


CHILLICOTHE, OHI0O—The recent 
death of Henry C. Brandel, who was 
the pioneer of the retail shoe industry 
in Chillicothe, was a shock to all of his 
many friends. His son Walter will con- 
tinue the business which is one of the 
foremost in the city. 
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WHERE TO BUY 
Ballet Slippers & Sandals 


i le 


Soft Toe Ballets 


. « «+ Why sell imitations 
when the genuine is the 
same. price? 


Buy direct from an estab- 
lished theatrical shoe firm. 
Give your trade an 
approved correct fitting 
ballet, whose flexible short 
elk. sole is so much pre- 
Ted a the profession. 
Two colors, smoked or 
black. A’s to D’s, 8 child’s a Z 
misses’. Price $14.75 doz. 
start another season with hard teled. 
makeshift substitutes. Write now for 
sample. 


Advance Theatrical Shoe Co. 
Dept. 58, 159 N. State St., Chicago 
\ West Coast Office: Los Angeles 


fer 





In Stock Black Kid 
Ballet Right and Left 
Last 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC, 
147 Duane Street 
New York City 





NEW HARD 
TOE BALLET 


* KENDALL 
BALLET SLIPPERS 
N STOCK p 


dite filled 
day received 





White on order. . 
Satin on order. . 





SEND FOR CIRCULAR DEPT C 


t% KENDALL SHOE COMPANY 
HAVERHILL, MASS. 














Making Money 
[CONTINUED FROM PAGE 21] 


labor, it was decided at a meeting of 
the directors of the Jarman Company 
that their shoe plant would be kept 
running full time—whether the plant 
made any money or not. 

“We will take our profits, if any, and 
put them in advertising. We will not 
cut prices,” they said, taking the view 
that it would be “good business” to 
keep going during the depression peri- 
od and still having falth in the old 
Jarman slogan that the best way to 
make money was not to try to make 
money. 

It was also decided that if the worst 
came to the worst the first salary to be 
cut would be that of the president him- 
self. After the president, the other ex- 
ecutives would feel the reductions in 
order. Then, if the wolf continued to 
scratch, reductions would be made in 
the pay of the employees. 

As an illustration of how well the 
plan worked, this company — making 





6,000 pairs of shoes daily—one day re- 
cently received orders for 16,686 pairs. 
As expression of firm belief in good 
advertising, the company during the 
past six months has advertised in some 
500 newspapers, in numerous national 
magazines and started their coast-to- 
coast “Friendly Five” radio hook-up. 

“We have told the world about our- 
selves and as a result, I really attrib- 
ute much of it to that, we have been 
able to increase our sales and our 
profits. You see that our sales have 
increased more than our profits. We 
have not made a large profit on any 
one item, but an exceedingly small 
profit on a large turnover. Our profit 
was less than 1 per cent on the trans- 
action, but we turned our capital six 
times in the last six months. That en- 
abled us to make the profit.” Mr. Jar- 
man said. 

Mr. Jarman’s interest in humanics is 
not confined to his factory. Using Jar- 
man dealers as a basis of operation 
the company recently launched a plan 
to make the general public of the coun- 
try more air minded, to give an oppor- 
tunity to more people to learn to fly. 
The plan includes the establishment of 
“Friendly Five Aero Clubs” throughout 
the country, in cooperation with the 
Curtiss-Wright Aircraft Corporation. 
These clubs, when formed, offer ground 
school and flying instruction which 
enables them to take the Government 
licensed pilot tests. The clubs purchase 
airplanes which are used for instruc- 
tion and actual flying experience. 


Inventions 
[CONTINUED FROM PAGE 36] 


two projecting flanges, one on either 
side of the shoe section, slip under the 
leather strips on the sole section that 
form a groove on either side. When 
these two flanges are thus engaged, the 
toe is pushed forward into place, the 
groove holding the toe section of the 
shoe in place. 

A little forward push on the heel will 
spring the shoe forward enough so that 
the heel section may be snapped into 
place, the projecting flange slipping 
under the groove in the heel section. 

With the aid of a small piece of 
metal furnished with the shoe, the pro- 
jecting flange.on either side is pried 
under the groove and the shoe has been 
completely slipped into its new sole. 

When the sole has been slipped into 
place the shoe cannot be told from one 
with attached sole. It is claimed. that 
this invention will reduce shoe upkeep 
costs inasmuch as the removable sole 
can be produced much cheaper than the 
cost of soleing a pair of shoes. 

A number of years ago a rubber heel 
made its way in England. This was not 
of the detachable family, but akin to it. 
The name Roto described it, for it was 
fastened to the heel by the means of 
a central screw. As the wearer walked 
the heel would turn slightly, not enough 
to be felt, but sufficient to cause the 
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heel to rotate. In this way the hee] 
would receive an equal amount of wear 
all around. So far as can be learned, 
this device is not being marketed at 
the present time, at least not in this 
country, nor do its advertisements ap- 
pear in the British shoe trade papers. 

Recently an American inventor has 
perfected a removable leather top lift 
that has a great many good points in 
its favor. This is usable only on wood 
heels, however, and must be attached 
at the factory when the original shoes 
are being built. So far a number of 
stores have tried out this particular in- 
vention and are quite loud in its 
praises. 

One Boston retail store said in its 
regular advertising: “Something new! 
Something different! Something every 
smart. woman with an eye to efficiency 
and that well groomed air wants. Clev- 
erly made Luxura shoes with the most 
ingenious heel lifts you ever saw that 
can be removed in a split second and a 
fresh pair of lifts slipped into place 
relegates that dreaded ‘down-at-the- 
heel’ look to limbo forever! Smoothly 
and skillfully made, these detachable 
heel lifts must prove an everlasting 
blessing to the busy business or club 
woman whose-time is so limited!” 

A New York store expressed itself as 
follows: 

“The Debutante Last with a ‘lift’ 
that lifts off. This is just another deb- 
utante way of saving time and money 
. . « and ever since she discovered that 
her favorite short vamp pumps now 
have the added feature of the remova- 
ble ‘lift’? . . she takes the greatest 
delight in ‘cobbling’ her own shoes 
when the heels run down . . . by mere- 
ly pulling off the old lift and slipping 
on a new pair . . . all for the barely 
noticeable price of 25 cents for a new 
pair of lifts.” 


Rail Men Visit 


Syracuse, N. Y.— Binghamton and 
Johnson City plants of the Endicott 
Johnson Corporation were visited a 
few days ago by executives of the Del- 
aware, Lackawanna & Western Rail- 
road. They were shown over the plants 
by J. M. Kennedy, agent for the com- 
pany. 

The party included E. M. Rine, vice- 
president and general manager, and 
Nat Duke, vice-president, both of New 
York; E. B. Moffatt, general superin- 
tendent, and C. J. Scudder, superin- 
tendent of motive power and equip- 
ment, both of Scranton, and Frank 
Cizek, superintendent of the Syracuse 
and Utica divisions. 

After going through the factories, 
the railroad officials had a visit with 
George F. Johnson. 


New Outlet Store 


Kansas City, Mo.—Harry Cohen 
and Harry Levine are opening an 
outlet shoe store at 3924 Main Street. 
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Colonial Exposition Themes 


New YorK—The first themes and 
motifs from the French Colonial Expo- 
sition are reflected in the I. Miller 
Fifth Avenue Shop. For some months 
the importance of Indo-Chinese design 
influence has been discussed by leading 
stylists in the shoe industry, and now 
the reflected themes are actually seen 
jn footwear. 

The double U design is showing on 
tip lines. The queer color combina- 
tions are reflected in the choice Chinese 
silks and cottons used in open shank, 
epen quarter skeleton sandals and odd 
pipings and contrasting strippings. 
Motifs from the temples and jewelry of 
the Indo-China colonists are on display 
jn the Miller shops. 

Andrew Geller features dark rich 
browns with unusual buckles in car- 
nelian colorings in double leaf design 
of galalith or composition. Brown pat- 
ent is shown in smart pump types with 
heart shape underlays of patterned 
Suva in natural tones. The effect is 
very new and most promising in bench 
types. White linens are well displayed 
in embroidered eyelets on the vamps. 

Deiman shows the golf shoe with the 
new turned-back tabs. These numbers 
are only quarter lined, leaving a very 
flexible and wearable upper. An at- 
tractive alligator oxford is displayed 
with a double twisted cord lace, the 
dark calf broguings with perforated toe 
cap is new. 

Bonwit Teller features jewel tone 
crepes, some sports numbers with plan- 
tation crepe soles, also a smart pump 
with dark kidney red bow on throat 
jine. Some clever white fabrics and 
linens for vacation wear are shown for 
dress contrast accents. 

Hanan & Son spotlight an attractive 
braided kid eyelet oxford with the new 
cord lacing. Hand smocked overstitch- 
ing is shown on some numbers, also the 
jong vamp line extending under ankle 
bone with short quarter line. A new 
thought in. design and very attractive. 
Dark blue with beige detail is also fea- 
tured. 

Shoecraft shows an unusual mocca- 
sin inlay of Suva with white kid tip 
and quarter. Black and white is the 
feature of this week’s display. A four- 
eyelet tie with Serbian stitching regis- 
tered, as did a colonial number in black 
patent. A distinctive white buck with 
deep brown trim and quarter was regis- 
tering. 

Cammeyer had a very styleful red 
kid high throated step-in with bag in 
red patent. White trims with a touch 
of black brought out the colonial theme 
of tricolorings. Unusually rough fin- 
ished linens and some Suva with bags 
to match added the uses of white with 
color. 

Saks Fifth Avenue added color by a 
display of balloon patterned linen in a 
T-strap sandal. The red balloon formed 
the toe cap design. White and yellow 
beach shoes in linens, baggings and 
cottons with crepe and unusual sole fea- 
tures contrasted costumes. 
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PRIZE WINNING WINDOW . 





INDIANAPOLIS.—The photograph above shows the window at the store of the 
William H. Block Company, that won first prize at the convention of the Interna- 


tional Association of Display Men, recently held in Boston, Mass. 


made to A. J. Roder, display manager. 


The award was 





Grossman exploited the linen burlap 
inlays on attractive moccasin toe sports 
numbers. The red orange tone in the 
calf used for trims made these num- 
bers very airy and summerish. Some 
three-eyelet and square colonial buckle 
motifs were used on corrective types. 
A smart six-eyelet oxford featured the 
built-up leather heel. 


Receiver for Blyn Shoes 


NEw YoRK—Federal Judge Goddard 
on Friday of last week appointed the 
Irving Trust Co. receiver in equity for 
Blyn Shoes, Inc., with headquarters at 
55 Warren Street, operating a chain 
of 26 shoe stores in New York, New 
Jersey, Pennsylvania and Ohio. 

The equity action was filed by Raff 
& Kalfum as counsel for Samuel Col- 
ton and the Colton Shoe Manufactur- 
ing Co., of Philadelphia, Pa, alleging 
a claim of $26,000. Moos, Nathan, 
Imbrey & Levine represent the de- 
fendant company. Assets wers listed 
at $1,900,000. No liabilities were 
stated in the petition for a receiver. 

Judge Goddard authorized continu- 
ance of the business by the receiver 
for 60 days. 


Observes 51st Anniversary 


Morris, ILt.—The Fey Shoe Store 
recently observed its fifty-first anni- 
versary with store-wide reductions in 
all kinds of footwear. The sale brought 
a large increase in volume and was 
liberally patronized in all departments. 
Full page advertisements in the Morris 
Daily Herald were used to announce 
the event. 





Nisley Store for Milwaukee 


MILWAUKEE, Wis.—A ten-year lease 
has been signed by the Nisley Co. of 
Columbus, Ohio, chain shoe store op- 
erators, with the Plankinton Building 
Properties, Inc., for the store at 179 
West Wisconsin Avenue, it was an- 
nounced July 22. 

The new location, now occupied by 
the Feltman-Curme Shoe Company, 
will be extensively remodeled and 
taken over after August 17. 

The Nisley Co., subsidiary of the 
G. Edwin Smith Shoe Co., operates 54 
retail stores for ladies’ shoes through- 
out the country. The new location will 
be the first one in Wisconsin. 


Staging Contest 


Kansas City, Mo.—The Jones Store 
Company is conducting the Keds con- 
test here. B. Smith, buyer in the shoe 
department, has not checked up on the 
number of entries yet but says the re- 
sponse to the advertising announcing 
the contest has been good. This is the 
first time the contest has been put on 
here. 

Mr. Smith reports trade in the depart- 
ment good; all white lines moving fast. 


New Company Formed 


RICHMOND, Va.—Peck Shoe Com- 
pany, Inc., of Norfolk, Va., with maxi- 
mum capital of $50,000, has been 
granted a charter to deal in boots, 
shoes and footwear of every kind. 
Henry Bowden, of Norfolk, is presi- 
dent. 

















Ted Orr, of the Potter Shoe Co., Cincinnati, said recently: 
“Signs in the windows are even more important than space in 
the newspapers, for there is the public looking at the actual mer- 
chandise, with no one to tell them a thing unless there are cards 
to tell the story.” 





Two comments from our card service members: 


“We are absolutely sold on ‘Recorder Selling Messages’ as the 
livest show card service to be had today for the money.” 


‘First of all we want to compliment you on.our cards. They are 
an asset to the looks of any window and the wording is up to 
date and effective.”’ 





The shoes you buy . . . and don’t sell . . . are the real expensive 
shoes. Chain stores have well planned trims with attractive 
display cards and tickets. 


Your windows are the best of all so-called consumer advertising, 
if your cards are there to say for you what you would like to say 
in person to the window-shopper about your store service. 


Each month’s set of cards is colorful, artistic, with die-cut top, 
with hand-lettered selling messages, making it comparatively a 
simple matter to make the window trim fairly alive with your 
hearty invitation to come inside. 


Recorder Show Cards double the value of your window dis- 
plays! 
Complete Service Sent on Request for Inspection and Trial. 


¢) 





(5 





For August 


Blue background, buff and 
orange yacht; text in black. 


7x12 card 


AUGUST CARDS 


Complete Texts 
sent on request: 


4 cards—Women’s Shoes 
2 cards—Men’s Shoes 
1 card—Children’s Shoes 


1 card—Hosiery 
6 cards—On Store Service, 


Fitting, Quality, etc. 


Single 


cards—60c each 


* Without text—35c each 











Attractive, 
Colorful 
Hand-Lettered 
Price Tickets 


In all denomina- 
tions 


D—Modernistic 3-Way, 
two tone, Purple 
with gold edge or 
red with black edge, 
on white. 

6 dozen, $1.50 
12 dozen, $2.50 

All other price tickets 

illustrated are in two 

or more colors, except 

“HH,” which is plain 


dozen, $0.85 
12 dozen, $1.50 


J—Adjustable clips for 


1 gross $5, 
K—Shoe Carton Tickets. 
$150 per 500 
2.50 per 1000 


MANY OTHER 
PRICE TICKETS 
IN STOCK 
ALSO: Profit Charts 
Daily Stock Record, and 
Financial Record Sys- 

tems. 
Ask for Samples 


Check with Order 
— Please 
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“SHOW CARDS THAT|P 



















TIPULL SHOPPERS 





Annual Display Card 
Service includes: 


“Store Window Bulletin,” supplies 
merchandising and display sugges- 
tions each month. 


Special Cards, 


wanted. 


Exchange.of: Cards: Annual card ser- 
vice subscribers may exchange any 
cards received for others of the cur- 
rent month whose texts better cover 
their merchandising program. 


with wording as 


Price Tickets: Blank tickets match- 
ing the current month’s cards, sup- 
plied free; neat tickets with prices as 
wanted, but which do not match the 
show cards, also supplied annual 
card subscribers free; tickets with 
prices as wanted which match the 
cards are 50c per 100 additional. 


Exclusive Franchise is given with an- 
nual card service to one merchant in 
an average size town, suburb or city 
shopping center. 


Select the 
Service You Wish— 
Then Mail Coupon 


12 hand designed cards each month, each 


with different sales messages, 


Service 
colorful, artistic, size 9 by 12 inches; with 
No. 1 100 blank price tickets to harmonize with 
$5.00 service cards each month (or with prices im- 
printed, selection of prices as wanted, 50c. 
Monthly per month additional). Also 6 card holders 
with first month’s service. 
Service Service 
No. 2 8 cards No. 3 6 cards 
3 4.00 100 blank price tickets $3.00 50 blank price tickets 
Mon thly 4 card holders Monthly 2 card holders 


Merchants Service Dept. 
BOOT AND SHOE RECORDER 
Republic Bldg., Chicago, Iil. 





2 


die-cut tops, 





YOUR CHOICE OF HOLDERS 
Gold and Black frame and 


base—3 color festoon 





Oval base—burnished gold— 


3 color trim 


Either holder harmonizes with the finest of window display 
fixtures. 


COUPON 


BOOT AND SHOE RECORDER 
Republic Bldg., Chicago, III. 


Please enter our order for the Recorder “Selling 

Messages” card service No. for one year, 

consisting of cards, each month and 

art card holders, with the first month’s service, be- 

ginning with cards for August for which we will pay 
per year, payable $ per month. For 

cash in advance full year’s service, 5% discount. 


(If for any unforeseen reason we wish to discontinue 
service before expiration of order, we agree to pay 
$1.00 per month additional for each month’s card 
service delivered and agree to return card holders.) 
We sell Men’s, Women’s, Children’s shoes and hosiery. 


(Cross out lines not carried.) 


Printed Price Tickets:— 


$ 
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THIS MAY BE 
YOUR OPPORTUNITY 


\ 


Sf 

















SALESMEN WANTED 





SALESMEN WANTED 


POSITION WANTED 

























SHOE SALESMAN 


Pennsylvania and adjacent Soeeteanioe 
open for wide awake salesman on 
branded and well advertised children’ 
shoe line. Proposition backed up by 
complete in-stock service and dealer 
cooperation. Only those who can 
make proposition pay for itself need 
apply. Write furnishing experience 
and qualifications. 

Address C-572, care Boot & Shoe 
Recorder, 2398 West 39th Street, 
New York, N. Y. 




























SHOE SALESMEN 


Opportunity for competent men to 
sell children’s line with strong medi- 
cal appeal. Those experienced in 
foot appliances and doctor solicita- 
tion might best qualify. All territories 
outside Metropolitan area open. Splen- 
did side line proposition. Write fur- 
nishing experience and qualifications. 
Address ©-571, care Boot & Shoe 


Recorder, 239 West 39th Street, 
New York, N. Y. 























WQWANTED—Salesman calling on shoe manu- 
facturers in Pennsylvania and Maryland 
to carry a high grade side line on commission. 
Must be a high grade man with reference. 
Address C-555, care Boot & oe Recorder, 
239 West 39th Street, New Yorn jae A 





Di regoed Sh TERRITORY open for expe- 
rienced Shoe Salesmen to carry popular line 
of Rochester made Juvenile Footwear. Highest 
Commission paid to those having established 
— — —— ace. Write full particu- 
erritory, line now carried. STAUD 

SHOE CORPORATION. Rochester, N. Y. 





SHOE SAL SALESMEN wanted to carry our spats 
“ Ry ~ yt as a ce... 4 pg 

Cindi MANUFACTURING co., 7 
No. Crawford Ave., Chicago, I 


WAN TED — SALESMEN with established 
territory to carry as sideline on commission 
basis, full line ladies’, men’s, children’s house 
and_ boudoir slippers. Liberal commission. 
L. Salenfriend & Co., 686 Broadway, New York. 





SALESMEN | WANTED to sell exclusively or 
in connection with noncompetitive line, a 
fast instock line of Ladies Novelty Shoes made 
up in HOT styles and retailing at popular 
prices. Arkansas, Louisiana, Kentucky and Ten- 
nessee, Indiana, Ohio now open. Liberal com- 
mission. Line established from coast to coast 
and offers a real opportunity for a good income. 
When ap malying, vagy Mee road & Shoe experience. 
Address C-563, care Boot _. 239 
West 39th Street, New York. 





SALESMEN to sell women’s popular price 
novelty shoes on commission basis as a side 
line in North Carolina, West Virginia, Detroit, 
Michigan, Western Pennsylvania and upper 
New York State KEMPE & ‘SAMUELS, 
INC., 115 West Broadway, New York. 





SALESMAN with established territory for 
Jersey State, to sell to the retailers a 
general line, state reference. Address C-573, 
care ‘ Boot Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


THOROUGHLY EXPERIENCED practipe- 


dist and shoe fitter, 26 years old, single, 
seeks position anywhere. German and 
French. Has had both Paris and Fifth Avenue 
experience. Good at window trimming and ex- 
ceptionally well versed in stock systems. G. F, 
JACOBY, 151 West 93rd St., New York, N. Y 





A RETAIL SHOE EXECUTIVE of 13 

years’ experience, one who is thoroughly 
conversant with all the details of management, 
is open for a position. Has been both in the 
North and South and will go anywhere. At 
present employed. First class references avail- 
able. Address C-549, care Boot & Shoe 
- as “nal 239 West 39th Street, New York, 





EXPERT FITTER. Ambitious young man 
21 years old. 7 years’ retail experience, | 
ue manager chain store, 3%4 years asst. 
uyer women’s high grade shoes. Knows styles 
and methods of improving business. ation 
not an objective. G. E. LASHLEY, 316 
Strayer St., Johnston, Pa. 


S HOE BUYER, 39 years old, married, de- 

partment store experience in women’s and 
ddliouaté shoes. 20 years in the shoe business 
buying and soaing medium and high grade 
lines. Would like to locate with department 
store. Best reference, write M. J. KINICK, 
79 Stella Ave., Kenmore, N. Y. 








WANTED, Men’s Shoe salesmen, acquainted 

with the trade, to handle a line of High 
Grade Spats in Illinois, Iowa, Kansas, Nebras- 
ka, Kentucky and Tennessee, on commission. 
Address THE W. W. WARNER MFG. CO., 
317 Sycamore Street, Cincinnati, Ohio. 





FOR SALE 





MODERN SHOE FACTORY property, 
motors, line shafti Exhaust system all 
intact with lot of machines. Plenty of best 
experienced shoe mechanics. Low wages, beau- 
tiful town, a real bargain, ve little cash 
ooo ag CLEYBORN SHOE CO., Millers- 
urg, Pa 





FOR SALE—Shoe Store, Phoenix, Arizona. 
Good location. Long lease. No old stock. 
Address C-562, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 













SALESMEN-—Side line for an old established 

popular priced slipper line. Big money maker 
for the right parties. Liberal commission 
settled monthly. Reply, giving references and 
terri covered in detail in first letter. Ad- 
dress C-564 care Boot & Shoe Recorder, 239 
West 39th Street, New York. 





EMI-SALON TYPE STORE in thriving 

Boston suburb selling Walk-Over and Nat- 
ural Bridge lines to select clientele, must be 
sold immediately. Option to renew lease for 
eight more years. $4500 cash takes every- 
thing. Address C-561, care Boot and Shoe 
sneer 239 West 39th Street, New York, 





SHOE STORE MANAGER desires to make 

change, Philadelphia or vicinity. 12 years’ 
experience. Excellent references. Address 
C-574, care Boot & Shoe Recorder, 1201 Chest- 
nut St., Philadelphia, Pa. 





TO LET 





T2 SUB-LET Three Rooms; very desirable 
floor. Marbridge Building. Suitable New 
York Office Shoe manufacturing concern, 
leather business or trade allied with shoe 
manufacturing. Can be had furnished or 
unfurnished. All replies treated absolute con- 
fidence. Address C-570, care Boot & Shoe 
as i 239 West 39th Street, New York 





PARTNER WANTED 


C HIROPODIST and Shoe Specialist desires 

partner with some cash, or manufacturer 
of Corrective Shoes to enter a needed shoe 
and foot comfort business in prosperous town 
in Tennessee of 150,000 population. Cream 
of trade already established, have several thou 
sand of (women’s) names in my files. Splendid 
opportunity. Success and profits assured. Ad 
dress C-567, care Boot & Shoe Recorder, 23° 
West 39th Street, New York, N. Y. 





















CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge 
$1.25. When a box number is desired twelve words should be added for the address, In all other cases each 
word of the address should be counted. 
The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
®* Advertisements for this page must be in our New York office on Friday of the week preceding publication. 08 
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FOR LEASE WANTED TO PURCHASE MERCHANTS’ NEEDS 





Te 
Space for Children’s Dept. HIGHEST CASH PRICES 


A real opportunity to lease space in one of PAID 4 
Indiana’s finest and largest exclusive shoe for shoe stocks, slow sellers, ete. Sh suie ° 


stores for children’s shoe department. City losses taken over. Transactions RR, 
of 100,000 population. Est. 1890 

Address C-568, care Boot & Shoe MAX f 
Recorder, 239° West 39th Street, 327 Church Ste New York City Jd Invisible on 
New York, N. Y. Phone: Canal 6-2632 ‘ Your Shoes 




















Gives 
Instant Relief 


FOR RENT If you contemplate selling your Adjusted to any 
entire or surplus stock com- Quickly 

municate with us. Prompt at- VAMP GUARD pass Saas 

THE NEW WAY Against Infections 








FOR RENT—In Oak Park, Illinois ( a suburb 
of Chicago) store 15x80 de aeey, section of tention given. 

town—no competition in neig r i—-previous 

business $40,000. For up and going merchant KIRSCH - BLACHER CO., INC. 

will start rent at $100. W. F. CARMODY, 590 Broadway New York $ per FOR YOUR INSTEP 

819 So., Oak Park Ave., Oak Park, Illinois. Phone Canal 6-4298 and 4299 one 








Of rae ac) Mesritece, Teeny, ive Vamp-Guard in addition to offering a good extra 
profit opportunity for progressive Merchants 


tion. Also departments. Apply P. MA- 
: : ; 1 our sale quickly, and will minimize 
a erties We will pay the best price for va Por Bo are obtainable in these follow- 


your surplus or entire stocks of shoes, ing colors: Black Dull, for dull shoes; Black 
for colored 





general merchandise or department Polished, for Patent; and Neutral, 


LINE WANTED stores. Leaves seeumed leathers 
Ar matters strictly. confidential. _ VAMP-GU ARD Co. 


ANTED—By well rated retailer women’s I. SIMON CO. 
Wine 5 ey go retail a on 101 Reade St., New York City’ 110 W. 34th ST., N. Y. C. 
consignment. eekly settlements. ress 1880 
C-575, care Boot & Shoe Recorder, 239 West Fag ee ™ 
39th Street, New York, N. Y. 


* .WANTED TO BUY _ BUSINESS OPPORTUNITY - BUSINESS OPPORTUNITY 



































WANTED TO BUY Shoe Store, established, 
100% _ location. SAMUEL B. GOLD- 


STEIN, 362 E, 169th St., N. Y. C. Podiatry . Chir opody 


HELP WANTED 





A School in Boston, Massachusetts 





WANTED—Man. with retail shoe experience, 


preferably chain store or department ex- e ice 
perience, for general supervision. Need man PODIATRY—The profession in demand by all cities and towns. 


ae ie ee tee cha The necessity for FOOT CARE is Universal. 
SPECIALIZE in “Scientific Treatment of the feet.” 


care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 
Clinical training in foot clinics. Special clinics for children of 
school age, industrial employees and the poor. Entrance require- 
ments—4 years of high school or equivalent. 





PUBLIC NOTICE 





SAM ROSENBERG withdrew on July 17th 

from the Co-partnership of Rosenberg & 
Friezer, doing business as F. & R. Shoe Co., 
1824 Amsterdam Ave. and will no longer be 
responsible for debts. 


Write for catalogue. Hiram B. DonaLpson, Dean 


MIDDLESEX SCHOOL OF PODIATRY 


BUSINESS OPPORTUNITY Administration Office 
473 Beacon Street - - Boston, Massachusetts 


= = 




















YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 


income in service fees. A new system of MERCHANTS’ NEEDS Lo ™ Heels Seen 
Ww 


foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with Boston, Mass.—Lower heels and a 


all the trade you can attend to. No capi- : 
tal required or goods to buy; no pn oat lot of them is the story at the Bresna- 


or soliciting. Established 1894. Address han Shoe Co., running full to its new 
oe oo FOR SCHOOL OPENING capacity of 2000 pairs daily. A lot of 

heels are but 16/8. They look lower 
than that. It was not so long ago that 
Bresnahan was rushed on 24/8 heels. 
T straps are among the leading pat- 


GIANT ERASER PENCIL BOX vaio 


Contains 3 col. Blotters, Pencil, * 
Penholders, Pen Point and Ruler. Leathers are kid and suede, many 
We are open to Send l5c. for Sample. blacks, also browns, in segmented pat- 


BUY FOR CASH Distributors— terns, and snakes for all over. Alli- 
retail stocks of SHOES—GENERAL MER- Paramount Souvenir Adv. Co. gators are next on the list, to be made 
ee ee ee Se 350—4th Ave. New York, N. Y. up in tie types. Bill Bresnahan is back 
POSTER @ DEUTSCH Royal Souvenir Co., Inc. from a western trip. July shoes are be- 
436 eed LA vow tome City 1613 E. New bts Fee Brooklyn, ing shipped right off. It looks as if 

stocks were low in many a store. 

















WANTED TO PURCHASE 


























Boor AND SHOE RECORDER 
combining THE SHOP RETAILER, Aug. 1, 1931 63 
































































MOREE: SEAS RTS 


0 re See ten allamten a 2 aoa oe 















HOTELS 





HOTELS 











Hotel 
WINTHROP 


HARRY BURNETT, MgnDin 
47% STREET 
LEXINGTON AVE. 

NEW YORK 





The location of the Winthrop com- 
bines residential luxury and transit 
convenience ... All rooms are out- 
side and large, light and airy .. . 
Ample closet space, serving pantry, 
sink, and electric refrigerator with 
each suite . . . Main and private 
dining rooms. 


Single rooms with bath from $4 
single, $5 double. 


» NS : ww NN \N 
\ WA 


S WEA. 


THE 


VANDERBILT 
HOTEL 


Park Avenue at 
T birty-fourth Street 
New York 


She arenas. Hotel sa 
decane hetel in New York. 
Room end bath---5428 








Car Permit Ads 


Kansas City, Mo.—Dr. A. Reed 
Cushion Shoes are the first shoes to be 





























Early Fall 


Houston, Tex.— Louis F. Tuffly, 
president of the firm of Krupp & Tuf- 
fly, Inc., recently made a trip to the 
eastern market. Mr. Tuffly stated that 
he plans to have fall stock on display 
by the first of August. “We began the 
clearance of ali summer merchandise on 
July 1 rather than on July 20, as has 
been our custom heretofore. In this 
way we will have the store cleared of 
all summer goods and be ready for the 
display of fall merchandise by the first 
of August,” Mr. Tuffly stated. 

“The new stock may move a little 
slowly at first, but the people will soon 
become ‘fall conscious.’ 

“While business this season has not 
been all that we might have hoped for, 
we are optimistic over the outlook for 
the coming season.” 





Clatter plates are out of the picture 
in the better grades, as mothers object 
to having their polished floors marred 
up. It is about an even break between 
leather heels and rubber heels. Wing 
tips are especially good this fall. 

It is apparent that the boarded 
leathers are cutting into elks in the 
popular priced field. Indications point 
to combinations of grains and calf be- 
ing even bigger this year than last. 


advertised on the street car permits 
sold to an average of 50,000 persons a 
week here. I. E. Cox, manager of the 
local store, is enthusiastic over the re- 
sults obtained. 

Kansas Citians who ride the street 
cars -here regularly. save money by 
buying these street car permits. A 
40 cent permit gives them the right to 
“get by” with a nickel deposit in the 
fare box instead of the usual dime. 
The street car company recently began 
selling the space on the back of the 
permit, which is 5 by 2% inches in 
size. It is understood that the rate is 
extremely low considering that the 
number of permits sold runs frogp 45,- 
000 to 52,000 a week and each permit is 
handled twice a day, at least six days 
a week. 

Mr. Cox did not advertise any par- 
ticular priced shoe, but the features of 
the Dr. Reed shoe, in general. He says 
that many telephone calls were received 
while the permits were being used, and 
a satisfactory number of customers— 
both new and old—have come into the 
store. 

The week following the shoe ad, 
Kline’s department store followed with 
a special sale’s announcement on a line 
of silk hose. The entire line of this 
hose is said to have been sold as a re- 
sult. 

Shoe stores using this form of adver- 
tising believe it has exceptional possi- 
bilities in keeping their names before 








the public. 
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Cuts Inventory 50 Per Cent 


BuFFALO, N. Y.—Since the introduc. 
tion of a simplified model stock contro] 
in its men’s footwear department, the 
J. L. Hudson Co. has been able to re- 
duce its inventory fully 50 per cent, 
with a corresponding increase in turn- 
over. 

Joseph L. Hudson, president of the 
J. L. Hudson Co., reports these figures 
are especially significant in view of the 
fact that unit sales volume has shown 
a gain in the footwear department of 
the store during the past year. 

At the outset the plan provides for 
the establishment of a model stock with 
a minimum and maximum number of 
pairs in each size, style and price range. 
These figures are based upon actual 
sales records over a period of years and 
provide for a minimum stock from one 
to four pairs in each classification. 

As shoes are received in stock from 
the manufacturer, a card is made out 
for each pair and inserted in the box. 
As the shoes are sold this original rec- 
ord card must accompany the shoes and 
sales check to the office. When a sale 
is made, the card indicates the date of 
the sale, the purchase price, and the 
name and address of the purchaser. 
The latter is obtained from fully 95 
per cent of all customers and the cus- 
tomer record is filed in the consumer 
control division. This card also is used 
in checking against the master stock 
control record so the store has accu- 
rate information at all times of the 
number of pairs in each size and style 
in stock and can easily determine the 
rise and fall of consumer demands in 
certain size, style and price ranges. 


Hot Weather Cuts Sales 


MILWAUKEE, W1s.—Local shoe retail- 
ers are complaining that the terrific 
heat wave experienced in recent weeks 
has curtailed shoe sales. Business ex- 
pected in sport and other shoes in the 
week previous to the 4th of July has 
not materialized. Main thoroughfares, 
usually heavy with pedestrians, had 
the appearance of country town streets. 
Dealers state that people, instead of 
buying during the hot weather, pre- 
ferred to wait for after-the-fourth sales, 
which in some instances were announced 
and held before the holiday arrived. All 
other business suffered as well as that 
of shoes. The six-day death total in 
Wisconsin was 77, of which Milwakee 
suffered the largest share. With cooler 
weather, business will again pick up. 








Order for Distribution 


ANN ARBOR, MICH.—An order con- 
firming offer of 35 per cent and calling 
for distribution has been entered in the 
U. S. District Court at Detroit in 
involuntary bankruptcy proceeding: 
against Herman J. Hagen, dealer in 
men’s shoes. The offer is payable in 10 
per cent cash, 10 per cent in three 
months and 15 per cent in six months. 
The assets of the business are given as 
$12,704 and liabilities as $14,487, ac- 
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THE Business 
BAROMETER 


DEIKICICIEN 


Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 


SS  —— 


N 


Business Changes 


CALIFORNIA—Los Angeles—Philip Kass 
(220 W. First Ave.) ; boots, shoes, etc.; re- 
ported sold out to E. Miller. 

Sacramente—McMinn Shoes, Inc.; boots and 
shoes; inc. authorized capital $75,000. 

CONNECTICUT — Danbury — Lane’s ___ Boot 
Shop; boots and shoes; reported liquidating. 

ILLINOIS — Joilet — Goodman’s Enna-Jettick 
Shoe Store, 415 Van Buren Street, sold to 
Michaels and Blank.” 

MASSACHUSETTS — Haverhill—Gorevitz-Mc- 
Namara Shoe Co., Inc.; manufacturers; inc. 
authorized capital $50, ys 

‘Salem—Roxy’s Shoe S boots and shoes; 
named changed to Bailey's. Family Shoe Store. 

NEW HAMPSHIRE—Nashua—Nashua Shoe 
Mfg. Co., Inc.; recently incorporated. 

NEW JERSEY—Asbury Park—Tafsun & Fin- 
berg ; boots and shoes; partnership dissolved. 


Elizabeth—Alexanders Fine Shoes Co., Inc.; 
boots and shoes; recently incorporated 

Wildwood—Halpern’s, Inc.; boots, shoes, etc. ; 
recently incorporated. 

NEW YORK—Brooklyn—Markell Shoe Co., 
Inc.; boots and shoes; reported filed certificate 
of voluntary dissolution. 

New York City—Victor Footwear Corpora- 
tion; boots and shoes; recently incorpora 

B. W. Klein’s; boots and shoes; recently in- 
corporated. 

Paly Shoe Stores; boots and 
authorized capital $5,000. 

OHIO—Cleveland—The Polk Shoe Co. (1110 
Hippo Bldg.); boots and shoes; recently in- 
corporated. 

Cleveland Heights—Smith’s Smart Shoppe, 
Inc. (Euclid Shoe Co.) (13173 Cedar Road) ; 
boots and’ shoes; reported selling or sold out. 


shoes; inc. 


Failures, Embarrassments, Etc. 


. CALIFORNIA—Burbank—Leo fF. Gentner; 
boots, shoes, etc.; reported asking general ex- 
tension. 

CONNECTICUT — Bridgeport—Bertha Breid- 
board (“Boston Shoe Store’) (86 Wall St.); 
— and shoes; reported petition in bank- 
ruptcy. 


FLORIDA — Gainesville— The Gator Shop; 
ae shoes, etc.; reported petition in bank- 
ruptcy. 


GEORGIA—Cartersville—R. L. Vaughan (R. 
L. Vaughan Clothing Co.); boots, shoes, etc.; 
reported petition in bankruptcy. 


ILLINOIS—Chicago—Paul Blumenthal (4780 
and 4783 Milwaukee Ave.) (9127 Commercial 
Ave.); boots and shoes; reported petition in 
bankruptcy. 

._Harry Podolsky (5142 Irving Park Blvd.); 
boots, shoes, etc.; reported called meeting of 
creditors. 


KENTUCKY—Louisville—Crutcher & Starks 
(656 South Fourth St.); boots and shoes; re- 
ported petition in bankruptcy; reported re- 
ceiver appointed. 


LOUISIANA—Thibodaux—C. F. Daigle; boots, 
shoes, etc.; reported petition in bankruptcy. 


MASSACHUSETTS—Salem—Derby Shoe Mfg. 
Co. (51 Canal St.); reported petition in bank- 
ruptcy. 

Webster—Lena R. Chasner (Phelps Shoe 
Store); boots and shoes; reported assigned. 


MICHIGAN—Denton Harbor—Arnold J. Doe- 
beli (“‘Doebeli’s’); boots, shoes, etc.; reported 
assigned. 

Detroit—Mrs. Carrie Hurwitz (Tuxedo Shoe 
Store) (11734 Hamilton Ave.) ; boots and shoes; 
reported called meeting of creditors. 


NEW JERSEY—Paterson—Fuld Bros. Co.; 
(Ephraim Fuld, Prop.); boots and shoes; re- 
ported petition in bankruptcy. 


NEW YORK—Mt. Vernon—H. Protzel (42 W. 
First St.) ; boots and shoes; reported offering to 
compromise at 20 per cent. 


New York City—R. H. Morrison (549 Broad- 


way); boots and shoes; reported called meeting 
of creditors. 


Anna Goldberg (4028 Third Ave.); boots and 
shoes; reported assigned. 


Rye—Jacob Lerner; boots, 
ported offering to compromise. 


OHIO—Leesburg—Thos. T. Slaughter; boots, 
shoes, etc.; reported petition in bankruptcy. 

London—Samuel Newpoff (“Odds & Ends 
Store’) ; boots, shoes, etc.; reported petition in 
bankruptcy. 

Sandusky—Obney Boot Shop; boots, 
etc.; reported petition in bankruptcy. 

Vogue Boot Shoppe; boots, shoes, etc.; re- 
ported petition in bankruptcy. 

Steubenville—Michael Levinson (L & L Shoe 
Store); boots and shoes; reported asking gen- 
eral extension. 


PENNSYLVANIA — Philadelphia — inde 
Nahan (1900 Ss. Seventh St.) ; boots, shoes, etc. ; 
reported petition in bankruptcy. 

Philip Winkelman (2340 N. Front St.) ; boots 
and shoes; reported called meeting of creditors 
for July 20. 

Reading—J. Frank Dumn (20 N. Ninth St.) ; 
reported asking general extension. 


TEXAS—Denison—Boyd’s, Inc.; boots, shoes, 
ete.; reported petition in bankruptcy. 


shoes, etc.; re- 


shoes, 


New Shoe Stores 


Quitman, Ga.—Joe Kalir (soon). 
New York, N. Y.—Paly Shoe Stores, Inc., 
Kings. 


Rochester, Mich.—U. S. Sales Co., 315 Main 
St. (soon). 
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Jessie, N. D.—Charles Alley. 

Santa Barbara, Cal.—Economy Dry Goods 
Store, 1025 State St. 

Kaufman, Ill.—C. O. Roberts. 

Dublin, Ind.—Miss Bess Haisley (soon). 
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McGregor, Iowa—A. A. Horning & Co. (soon). 
s Greensburg, Pa.—The Famous, 209 S. Main 
t. 


Red Bank, N. J.—John B. Allen Co. 
; South Orange, N. J.—Jordans Shoe Shop, 
ne. 

New York, N. Y.—Victor Footwear Corp. 
Hastings, N. Y.—Myer’s Army & Navy Store, 
545 Warborton Ave. 

Ridgley, Tenn.—K. Homra. 

Waukegan, Ill.—A. L. Paradise. 
c Campbelisville, Ky.—The Merchants Supply 
0. 


Tucson, Ariz.—Levy Brothers. 

New York, N. Y¥.—Boston Shoe Stores, 
Columbia 

Elizabeth, N. J.—Alexanders Fine Shoes, Inc. 

Bethlehem, Pa.—S. & J. Shoe Store, 118 E. 
Third St. 

Chicago, IlL—E. H. Olson & Bros., Inc., 5137 
W. Chicago Ave. 
' Buffalo, N. Y.—Frontier Shoe Repair Co., 
ne. 


247 


Martins Ferry, Ohio—George’s Dry Goods 
Store, 1116 Main St. 

New York, N. Y.—Corrective Shoe Co., Inc 
Bronx. 

St. Joseph, Mo.—St. Joseph Outlet Store, 609 
Edmond St. (soon). 

Boston, Mass.—Golson Shoe Co., 
St. (mfgr.). 

Georgetown, 
(mfgr.). 

Milwaukee, Wis.—The People’s Service Co. 

Wayland, Mich.—Clayton Baugh. 

Seattle, Wash.—Sanford L. Bacon, 1625 West- 
lake Ave. 

Seattle, Wash.—Regal Shoe Co., 308 Pike St. 
(soon). 

McMinnville, 
Evans St. 

Sheridan, Ore.—W. E. Bartges. 

Seattle, Wash.—Robert Hunter, 

Salem, Ore.—Kafoury’s, Inc. 

Olympia, Wash.—McKenzie & Morrison, Inc. 

Ardenwald, Ore.—Alfonse Besner, 2082 32nd 


Portland, Ore.—Frank F. Foote, 
waukee. 


Portland, Ore.—N. Nygaard, 2446 Sandy. 
Kuna, Idaho—J. W. Booher. 
PO eee Ore.—Claude E. Little, 746 E. 
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Mass.—Georgetown Shoe Co. 


Ore.—John’s Shoe Shop, 321 


Wildwood. 


690 Mil- 


72nd 


Los Angeles, Cal.—McMinn Shoes, Inc. (P. M. 
McMinn). 


Los Angeles, Cal.—Social Shoe Co., Ltd. 


Favors X-Ray Fitting 


Kansas City, Mo.—Being able to 
show the mother an X-ray picture of 
how her child’s foot is fitted climaxes 
many sales and is a large contributing 
cause to the fifty per cent increase in 
the number of sales of children’s shoes 
during the last year at Emery, Bird, 
Thayer’s, according to C. T. Quinn, 
head of the department. Many children 
will insist a certain style fits if they 
like it and the best way to assure the 
parent is the X-ray, he says. 

Mr. Quinn reports that he had a sell- 
out on white pumps at graduation and 
the demand for white linen and kid 
footwear continues good in women’s 
shoes. He will visit the markets in 
Boston, Cincinnati and New York City 
the first of July. 
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West Coast News . 


San Francisco (UTPS)—Austin’s 
is to open another branch ‘shoe shop 
at 55 Kearny Street, San Francisco, 
Booker & Petermann, 352 Post Street, 
are to move to 124 Post Street, San 
Francisco. A quick glance at the shoe 
business of the northern part of the 
State, of which San Francisco is the 
trade center, shows business in a 
healthy condition of growth and im- 
provement. The Smart Shoe Shoppe 
of Palo Alto has opened a branch 
store in the nearby town of Mountain 
View, at 172 Castro Street. Everett 
Cohen has taken.over the management 
of the B B Shoe Store, 720 Macdonald 
Avenue, Richmond, and plans many 
improvements. H. M. Mintz has pur- 
chased an interest in the Novelty Boot 
Shoppe, 2048 Mariposa Street, Fresno, 
from Syd Jackman. Ben Roth has be- 
gun to remodel the premises at 362 
Railroad Avenue, Pittsburg, and will 
soon be moving to these more com- 
modious quarters from his present 352 
Railroad Avenue address; Vanity Shoe 
Shop is the name of his store. ‘Palace 
Shoe Shop, North Court Street, Vi- 
salia, has burned down, but Harry 
Zerous, proprietor, will soon reopen at 
another location. 

Walk-Over Shoe Stores, San Fran- 
cisco, are featuring a step-in pump of 
soft black kid, trimmed with water- 
snake in the distinctive Casandra 
scroll pattern, and delicately piped in 
a contrasting shade of pearl-luster 
leather. I. Magnin & Company are 
finding steady demand for their new 
country shoes in brown and white 
leather, with brown lacing and rubber 
sole. For dressy sports wear, Frank 
More is showing an oxford in white 
buck, with trim of genuine Java lizard. 





Wisconsin Convention Next Month 


Fonp pu Lac, Wis.—Shoe manufac- 
turers, retailers and traveling salesmen 
of the State of Wisconsin and of such 
other neighboring states who desire to 
come, are invited to attend the 1931 
State Convention of the Wisconsin Shoe 
Retailers Association at Fond du Lac, 
Wis., Aug. 2nd, 3rd and 4th. 

The Local Committee, in connection 
with the board of directors of the Wis- 
consin Shoe Retailers Association, has 
put forth every effort to obtain re- 
nowned speakers—practical and experi-., 
enced men who will be able to help the 
shoe man with his problem—whether it 
is overhead, taxes, correct styles, how 
to meet competition, etc. Social activi- 
ties have been arranged to interest 
everybody. 


New Shoe Store 


PHILADELPHIA—A new shoe store 
will open July 31 at 4809 Frankford 
Avenue, under the name of the Family 
Shoe Box. Men’s, women’s and chil- 
dren’s shoes will be featured at $1.97 
and $2.87. : 
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Controlled Quality 


By controlling every process used 
in the manufacture of our laces, 


DU TT 


Raf Mine 


GS aa ae a he CU 


beginning with the spinning of 
yarns from raw cotton, we control 
the quality of the finished lace. 


The quality of every finished prod- 
uct is dependent upon the quality 
of its ingredients. Division of qual- 
ity responsibility is eliminated by 
vertical production. We can assure 
you at all times of uniform laces 
that meet our high quality standard. 
Production economies enable us 
to offer you quality laces at prices 
that make them unusual values. 
We can supply you with a lace for 
every type and grade of shoe. 




















SHE JOSCO FABRIC TIP 
=e small, neat tip that will. 
enter any eyelet with ease. It 
hes no shoulder to catch, 
scratch or tear and is abso- 
lutely waterproof. The JOSCO 
tip cannot pull off for it is part bere : 

of the lace itself which has SECTION OF 
been impregnated with our SPINNING ROOM 





; } Ogi iP : 
mild own exclusive solution to give 
Tips may be either fabric, met- it the proper rigidity and en- 
el or celluloid. We recom- durance. We guarantee the 
mend the recently perfected JOSCO FABRIC TIP to out- 
JOSCO FABRIC TIP. Jast the lace in ordinary use. 
Shoe Lace Company, Ltd. 
(Successor to Joslin Mfg. Co., Established 1865) 
PROVIDENCE, R. I. 
SELLING AGENT 
UNITED SHOE MACHINERY CORP., BOSTON, MASS 
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Prevents: \S ———— 
Air Pockets TN 


Yes, Sir! INVISIBLE MIDDLESOLE is a new bottom filler 2, PREVENTS AIR POCKETS 
that vulcanizes the outersole firmly to the innersole—abso- 3. UNIFORM FLEXIBILITY 
lutely preventing air pockets in crepe and fibre soled shoes. 


INVISIBLE MIDDLESOLE does away with crawling, 
bunching or squeaking, yet remains flexible and resilient. 










4. RESISTS MOISTURE 
5. RESISTS HEAT & COLD 


pee . 6. PREVENTS BUNCHING 
Here is hidden value your customer — the wearer — will 


enjoy. 











Mr. Shoe Manufacturer: let us send you a generous working sam- 
pleof INVISIBLE MIDDLESOLE and test for yourself the remark- 
able merits of this great advancement in modern shoemaking. 


BECKWITH - MFG - COMPANY 
Manufacturers of Vulco Products 


STATLER BLDG. - + + BOSTON, MASS. 
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Month after month: Midvale styling 
mounts to new heights of accomplish- 
ment—not because we think so or 
desire it be so, but because of the 
splendid reaction from our. dealers, 
both old and new. In short, Midvale 
is stepping to the forefront as a style 
house simply because the shoes are 
outstanding both in style and quality. 
Of course, they are moderately priced. 


MIDVALE SHOE CO. 


Branch of International Shoe Co. 


ST. LOUIS MISSOURI 








New York Office 
660. Marbridge Bldg. 
Mr. Howard May and 
Miss Marie Finnerty ; 
in charge : 


OF FINE SHOES FOR FASHIONABLE WOMEN 


Vel. 99, No. 22. eens rte fh week by the Boot & Shoe Recorder Publishing Company, Division of United Business Publishers, Inc., 239 W. 39th 
Y., under the act of March 3, 1879. 


MAKERS 





| matter Sept. 19, 1925, at the Post Office at New York, N. 
Subscription price, $3.00 per year. Printed in U. S. A. 
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KID 


THE strongest leather of its weight used in shoes. 
That unqualified statement stands as a tribute to one of 
the four cardinal qualities of Kangaroo. 


Genuine Australian Kangaroo, tanned in America, is 
one of the finest leathers procurable for shoes on ac- 
count of the fact that it is the only one that has leather’s 
4 great virtues. 


1, It is so tough that it cannot be torn or scuffed. 
2. Kangaroo is so fine, and soft, however, that it is the 
ideal leather for lightweight shoes whether dress or 
sport. 3. It is extremely pliant and flexible, easily 
worked into any shape, yet with strength and stamina 
to keep that shape. 4. It is unusually close grained, 


Kangaroo 


@ ZIEGEL EISMAN COMPANY 
@ RICHARD YOUNG COMPANY 


~ 
a“ 





Lough as 
RHINO 


@ SURPASS LEATHER COMPANY 


and grades used for men’s dress shoes will take a high, 
brilliant polish. 


And remember: “kangaroo sides,” “kangaroo horse,” 
and “kangaroo calf” are not genuine Kangaroo. Shoes 


of genuine Kangaroo give your customers outstanding 


-value. Sell them on the 4 qualities of this imported 


leather. Genuine imported Kangaroo, tanned in Amer- 


ica, will not scuff ... or tear... is soft and flexible 


... takes a high polish. 


Tanned in 
AMERICA 


BOSTON 
NEW YorK 


PHILADELPHIA 
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Missouri Mules 


@here must be a destiny that decides for a man in 
the selection of his lifework. That turns talents to that 
for which the man is fitted. 

Consider the case of Walter Booth for instance. 


Now here’s a man who honestly and sincerely be- 
lieves in the old-fashioned copy book advice about 
“Throwing yourself into everything you undertake.” 
You remember that one. 


It has-worked well for Walter Booth. Because he 
undertook to manufacture GOOD SHOES. 


But suppose he’d gone in for digging wells! 


Then there was that line about “Standing back of 
everything you sell.” He took that one literally. Des- 
tiny was more than kind when it decided Walter Booth 
should not sell Missouri Mules. Imagine standing back 
of a line like that. 

“Standing back of everything you sell” means much 
to Walter Booth. So much that the name of Walter 
Booth is stamped on the tongue pad of EVERY PAIR 
OF SHOES he makes. Pride perhaps, but something 


in the way of perfection to aim at too. 


The retail shoe merchant profits because he finds 
Walter Booth Shoes, individual and different and easy 
to sell. He sleeps better at night knowing his com- 
petitor cross the street cannot sell similar styles made 
by the same maker, but under another name. 


There must be a moral in all this! 








WALTER BOOTH SHOE Co. 


302 N. Broadway, Milwaukee, Wisconsin 


MANUFACTURERS OF MEN’S DRESS SHOES 


Retailing at $4.00 to $6.50 at a profit 
In stock AAA — EEEE. Sizes 5-14 
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This shoe is 


true to the LAST 





~ Is the last. 
true to the FOOT? 


[- THE shoe doesn't fit-what good is the style and 
workmanship. Perfect last reproduction distin- 
guishes the well made shoe. The last, however, must 
be RIGHT to start with, in order to obtain a well 
fitting shoe that offers a greater degree of com- 
fort and pleasure to the wearer. The proportions 
. that are perfect in the ordinary 4-B last become 
distorted in the larger and smaller sizes. “Hand 
Breaking” has failed to overcome this distortion. 
When you use Coordinated Lasts and Patterns 
every last and every pattern is a perfect model 
regardless of the size up or down from the 4-B 
model. There is a perfect grade between every 
size and width, with the same heel tread and the 
same toe spring in all sizes and widths, through 
the whole size scale. 


COORDINATED LASTS and PATTERNS 












If your pattern maker cannot 
supply you with Coordinated 
Patterns, send your 4-B 
models to us and we will have 
them made for you. 




















ieiedesinene SEEDER enon SY ee SOE TO Ca te a 
UNITED LAST COMPANY « BOSTON « MASS. 
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Frances Williams 
Featured in George White’s 
Scandals for six years— 
recommendation enough! 
Recently of “The New York- 
er,” now of “Broadway Per- 
sonalities.” What a hit she'll 
score for “Vitality Personal- 
ities”! On the air August 19, 


New Line-Up 
of Stations 




















Denver 
Detroit 
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Nashville 


New York City. 
Oklahoma City ... 
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BROADWAY'S 
BRIGHTEST LIGHTS 


2 A ee 


PERSONALITIES 


FRY WEDNESDAY EVE. 
YPM CSI 


Columbia Broadcasting System 


Courtesy 


VITALITY HEALTH SHOES 


10 PM | - 6PM MSI 


Beginning August 12, the makers of Vitality 


Health Shoes continue with the second tri- 
umphant series of “Vitality Personalities” — 
now expanded to include a brilliant galaxy of 
Broadway Lights and providing entertainment 
that is eagerly listened to by millions of men, 
women and children, all customers and poten- 


tial customers for Vitality Health Shoes. 


Each week these listeners give enthusiastic ear 
to “Vitality Personalities.” They read in the 
local papers the powerful tie-up advertisements 
of Vitality dealers. Their attention is chal- 
lenged by the colorful Vitality window displays. 
And in constantly increasing numbers they 
are entering the stores of Vitality dealers and 
buying Vitality Health Shoes for all the family. 
Which explains in part why Vitality Health Shoes 
are today the fastest growing shoe line in America. 
For Women, AAAA to EEE, sizes 2-11, to retail at 
$5 and $6. 

For Men, AAA to G, sizes 5-14, to retail at $5 and $6. 
For Boys, A to E, sizes 1-6, to retail at $4 and $5. 
For Children, all runs, to retail from $2.25 to $4. 


The Vitality franchise is worth investigating. Write! 


7PM PS] 


Fannie Brice 


Known and loved in every 
town in the country. Now 
playing to packed houses 
in her own play on Broad- 
way, the popular “Crazy 
Quilt.” Sure to make her 
Vitality broadcast a riot of 
fun and pep. On the air 
August 12. 


Sixteen of 
Broadway’s 
Brightest Lights 
for “Vitality 
Personalities” 


FANNIE BRICE 
GUS EDWARDS 
RITA GOULD 
ANNETTE HANSHAW 
THEO KARLE 
BABY ADELE KENDLAR 
BEATRICE LILLIE 
NICK LUCAS 
AUDREY MARSH 
HOWARD MARSH 
ETHEL NORRIS 
MISS PATRICOLA 
ANN PENNINGTON 
RUTH ROYCE 
FRANCES WILLIAMS 
PEGGY WOOD 


Vitality Shoe Company 


1509 Washington Ave. 
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Branch of International Shoe Co. ®t. Louis, Missouri 





Crossett Shoe Co. operate 
an extensive Stock De- 
partment in which their 
record for complete ship- 
ment of all orders the 
same day received is a 
matter of pride with 
them. 


They also take particular 
care to keep the quality 
of their stock shoes as 
high as if made to special 
order. 


A typical stock style in 
RUBY KID taken from 
their “LEWIS” line re- 
tailing at $5 to $6 is 
shown. Crossett styles 
retail at $7.00 to $10.00. 


* 


BooT AND SHOE RECORDER 
combining THE SHOE RETAILER, Aug. 8, 1931 








Slandlart( ze 


Boor AND SHOE RECORDER 
combining THE SHOE RETAILER, Aug. 8, 1931 


es 


KID kx 


CROSSETT Shoes have always been noted for their 
leather excellence. 


Fine leather was a hobby of the founder, and his 
successors have, in their turn, continued to uphold 
his standards. 


RUBY KID had-to prove its case to CROSSETT SHOE 


_ CO. strictly on its merits. 


O/L 


Their long continued adherence to RUBY KID in all 
CROSSETT and LEWIS Shoes is, therefore, a most 
significant tribute from a house of traditionally high 
standards. 


JOHN R. EVANS & CO. 


Camden, N. J. 


Philadelphia Boston St. Louis 
Cincinnati Rochester Milwaukee 
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Che NEW 
DIF‘) DIDEQ 


Tw SS 


m@-NP-VnOle 
Fy TELLS OF NEW 
-\ OPPORTUNITIES 
, TO LEAD CHILDREN 
TO FOOT HEALTH 
AND 
| LEAD YOU TO 
\ BIGGER PROFITS - 
BE 


WRITE NOW. 


DS GREATEST CHILDRENS HEALTH SHOES” 


Viathon Shoe Co; 


WAUSAU, WISCONSIN 
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